ZRENALIONAL 
UNDERWRITE 


Lise Inawiance Edition 


A New England Mutual General Agent answers some questions about 


the value of C.L.U. training 





What do you find most valuable about your 
own CLU training? 


“Tt has given me a professional life insurance educa- 
tion, confidence in myself, and an ability to serve my 
clients more effectively. Today’s insurance-wise public 
expects an agent to be a well-informed financial ad- 
visor. The best way to live up to this expectation is to 
study for your CLU.” 





How does CLU training differ from company 
training? 


“CLU training complements our company training. 
We train our men in the various ways life insurance 
can be used, and how to sell its use to their prospects. 
Then we find that CLU training goes on to give our 
men a broad general knowledge of business and estate 
problems and increases their capacity to serve a 
substantial and varied clientele.” 


How does New England Mutual help its agents 
study for their CLU? 


“We provide financial support for CLU training on 
both the general agency and the Home Office 
levels. And we’re especially interested in encourag- 
ing CLU’s to continue their study of life insurance 
at the Institute’s yearly post graduate course at the 
University of Wisconsin. In recent years New 
England Mutual has had a strong representation at 
these sessions.” 


What’s the first step an agent should take to 


Speaking from experience is Frank Dedman, president 


get his CLU? 
of New England Mutual’s CLU Association. He has been oe , . ; 
a CLU for nearly fifteen vears, and is General Agent for “Write the American College of Life Underwriters, 


the New England Mutual in Oakland, California. 3924 Walnut Street, Philadelphia, Pennsylvania. 
They'll give you the details and answer any other 
yug j y 
questions you may have.” 
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Hard-working 
Advertisements 


like this one are seen 
regularly by millions in 
Life, Look, Saturday 
Evening Post, Collier’s, 
Reader’s Digest, Time, 
Newsweek, U.S. News & 
World Report, Farm Journal, 
Successful Farming and 
Other leading Publications 
—to spread the word 
about New York Life’s 
outstanding products, 
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EW YORK LIFE AGENT 


AN TO KNOW 





TO MEN WHO NEED 


(BUT THINK THEY CAN'T AFFORD) 


{0.000 


MORE LIFE INSURANCE... 


i ! 
New York Life has a wonderful new policy for you! 


Now! For those who need at least ee, 
ife insurance —the new low-premi 
ane that builds high cash values fast! 


Here is a policy that offers you SS. 
ance in an “economy-size package. red 
mum amount is $10,000, economies are a — 
are passed along to you and make the premi tara 
lowes then they would ethorwiss be. pte 
example, the annual p for “4 
is 8 $23.59 per $1,000. And rates are corresponding]. 


low all along the line! 





' a va 
New York Life is a mutual company and pays divi 


dends to policy owners only. The dividends payable on 





NEW YORK LI 


INSURANCE COMPANY 


to 
The New York Life Agent in Your Community ls e Good Mon Know 


.r 


policy i ts or 
i i be used to reduce premium paymen 
pro to conueaiele to — yo ng — 
a eae em pi dividends combine to —_ 
Whole Life unusually attractive from a net cost mange " 
There are many other outstanding features about this 
i which make it most attractive for both men 
—, It is issued to age 70. en as gael 
pepe pig i a may be insurable pr this 
brik * . 
pb rm a Foe rate. To prevent ——— —_ 
it offers automatic premium wi ag b ee 
premiums. At most ages policies wi — — > 
and double indemnity benefits are available at sligh 
higher premium rates. ; . 
If you have been telling yourself that you ought 
have more life insurance et pn —_ whe your 
business—' been put : think 
"t prey penn your New ‘York now agent for 
3 the fi facts or mail the coupon below, today! 
{ Company. wylid 
York Life Insurance pan 
} Seeman Avenue, New York 10, N. Y. 
obligation, full information on 
pe artnet bayontins Whole Life insurance policy. 
AGE 
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The National Weekly Newspaper of Life Insurance 


Move to Cut Female GAMCMembership A&H Agents Hold 


—— 


Probers Seek Laws 
to Curb Abuses in 
Policy Sales to Gls 


Subcommittee Lauds 
European Army Head but 
Cites Need to Aid Him 


WASHINGTON—Accusing the army 
of having fallen down on the job of 
protecting servicemen from “fly-by- 
night”? agents and careless companies, 
House investigators of life insurance 
sales to army personnel abroad have 
announced they would seek legislation 
to curb such activities. 

The House armed services subcom- 
mittee headed by Rep. Hebert of 
Louisiana charged that its recommend- 
ations had bogged down in a Pentagon 
“paper war.” As a result, Mr. Hebert 
said the subcommittee would ask Con- 
gress to crack down on such agents and 
companies. He said the situation is par- 
ticularly bad in Europe. 

According to the subcommittee, 
many servicemen in Europe were sold 
life insurance, paying for it out of 
allotments from their pay checks, but 
they dropped it after a few months. 


As reported in last week’s issue, the 
companies involved—the European 
Assn. of Life Underwriters—attempted 
to justify their lapse ratios by citing 
the termination ratios of a number of 
long-established life companies. Most 
of these companies denounced the com- 
parisons as distorted and misleading. 

The subcommittee’s most recent re- 
port, dated June 2, stated flatly that 
“we believe these 29 companies. We do 
not believe Dickey [Fred B. Dickey, 
president of Service Life of Dallas] 
nor the European Assn. of Life Under- 
writers. We believe that an attempt 
was made to perpetrate a fraud upon 
the subcommittee and to malign 29 
reputable life insurance companies of 
the United States whose records are 
open for inspection and whose qualifi- 
cations have never been questioned 
in any of the many states in which 
they are licensed to do business.” 


The new commander of the United 
States army, Burope, has dispensed 
with the advice of the European Assn. 
of Life Underwriters,” the report con- 
cluded. “That action was long overdue. 
We compliment Gen. McAuliffe for his 
prompt action.” 

The Hebert subcommittee 
make these recommendations: 

1. That no agent be permitted to 
sell insurance on military reserva- 
tions unless he has passed a qualifica- 
tion test of at least a year in one of 
the states. 

“These fly-by-night salesmen who 
don’t know the insurance business but 
are let loose with a lecture, a rate 
book, and a handful of pamphlets 
are responsible for a lot of misinfor- 
mation,” Rep. Hebert observed. 

2. That in the continental United 
States and the territories, no company 

(CONTINUED ON PAGE 28) 
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SS Eligibility Age 
Disturbs Insurers 


Life insurance people are concerned 
at recent efforts of Democrat members 
of the ways and means committee to 
steal a march on the Republicans by 
coming out for a drop in the social 
security retirement age for women to 
62 or even 60. ) 

The company associations have not 
yet made any statement about these 
efforts. Even though this move is 
another attempt to invade the baliwick 
of private insurance and pension plans, 
the problem, from an insurance stand- 
point, is to find reasons that are 
convincing to the public and the 
lawmakers. Unless they are in the 
insurance business, it is pretty hard 
to get even the staunchest supporters 
of free enterprise very much aroused 
about what is being done to the free- 
enterprise insurance business. 

Proposals for cutting the retirement 
age for women include like reductions 
in the age at which widows of em- 
ployes and wives of retired workers 
would begin to receive payments. 
These earlier payments to wives and 
and widows would cut severely into 
the available market for life insurance 
and retirement plans. 

About the only bright spot, should 
these attempts be successful, is the 
probability that if women workers, as 
a general thing, are to retire at age 62 
or 60 many employers will adjust their 
private pension plans accordingly, 
with a corresponding need for a 
larger pension fund. Individual women 
policyholders will need a substantially 
larger insurance program for retire- 
ment benefits to provide themselves 
with reasonably satisfactory retire- 
ment incomes if they are going to quit 
work three to five years earlier than 
the present social security law con- 
templates. 

Tied in with the House Democrats 
plan for lowering the retirement age 
for women is a proposal to give social 
security benefits to all workers who 
become totally and permanently dis- 
abled at any age. There may well be 
added a provision to pay extra benefits 
to workers who stay on the job after 
normal retirement age. 

Adding to the deceptive appeal of 
these measures is the probability that 
they need not involve an immediate 
increase in taxes. But they would 
accelerate the increases already con- 
templated. Experts say that cutting 
the women’s retirement age to 60 and 
disability benefits would mean that 
the tax boosts now scheduled in the 
law for five-year intervals would have 
to be made two to three years sooner, 
while the eventual post-1975 top rate 
of 4% each from employer and em- 
ploye would have to be hiked to 442%. 

It is estimated that if the retirement 
age for women were dropped to 60 
some 2,100,000 women would immedi- 
ately be eligible for social security 
benefits and that about 1,400,000 of 
them would start drawing benefits at 
once, entailing a cost of $700 million 
to $800 million the first year. Reduc- 
tion of the retirement age only to 62, 


Atomatic for All 


59th Year, No. 24 
June 17, 1955 


N. Y. Assn. Members 20th Anniversary 


NEW YORK—The New York City 
Life Managers Assn. voted unani- 
mously that its members will auto- 
matically be members of the General 
Agents & Managers Conference of Na- 
tional Assn. of Life Underwriters. 
Most of the local managers association 
members already belong to GAMC as 
individuals, but the action taken at 
a special meeting Monday puts the 
country’s largest managers’ associa- 
tion, as an organization, 100% behind 
GAMC. Local dues are raised $5 to 
cover the GAMC dues. 

The New York association is the 
74th association of general agents and 
managers to make membership in 
GAMC automatic. In addition there 
are 18 local organizations in which 
100% of the members belong to 
GAMC as individuals. 

Harry Krueger, Northwestern Mu- 
tual, speaking in support of the pro- 
posal, pointed out that the American 
Society of CLU in its early days was 
in the same situation as GAMC and 
now the local chapter members are 
all automatically members of the 
American Society and the local chap- 
ters take care of the national dues in- 
stead of its having to be done on an 
individual basis. He mentioned that 
the American Bar Assn. and the 
American Medical Assn. and many 
other organizations as well, follow 
the principle of automatic member- 
ship in the national body. 

Mr. Krueger said he was amazed at 
what GAMC has been able to ac- 
complish in the three years it has 
been in operation. 

Osborne Bethea, Prudential, New- 
ark, also supporting the automatic 
membership plan, saying if it hadn’t 
been for the creation of GAMC the 
managers would undoubtedly have 
set up a unit separate from NALU. He 
stressed the importance of keeping 
the manager as a part of NALU. 

The managers association also cre- 
ated the post of representative on the 
GAMC, corresponding to national com- 
mitteeman in NALU, to act as liaison. 

The association decided to conduct 
a management study course in the 
fall, using GAMC material. 





Metropolitan Life was host to New 
York City Advisory Council on Busi- 
ness Education at its home office for 
the council’s annual dinner meeting 
and general assembly. 





as favored by Rep. Mills of Arkansas, 
a Democrat member of the ways and 
means committee, would involve only 
about half as many women and half 
the cost. 

There is also pressure to continue 
the widow’s benefit to cover the gap 
from the time her youngest child is 
age 18 until the widow reaches 65 and 
is again eligible for social security 
payments. However, it is recognized 
that this would be extremely costly, 
involving a tax increase of about 
three-tenths of 1%. The prevailing 
attitude seems to be to save this till 
later and concentrate on the other 
measures now. 


Meeting in Texas 


300 at San Antonio as 
C. E. McDonald Succeeds 
McKinnon as President 


. BY WILLIAM B. BORGEL 

SAN ANTONIO—Challenges of now 
and the near future, what they are and 
how they can be met—these devel- 
oped to be the big underlying theme 
of the silver anniversary convention 
of International Assn. of Accident & 
Health Underwriters here this week 
with a registered attendance of over 
300. Speakers cited the challenges 
and explained them, officers and com- 
mittee leaders dealt with them in their 
reports, and they were acted upon 
constructively in executive session. 

o e es 

The message of welcome from S. E. 
McCreless, president of American Hos- 
pital & Life, delivered in his absence 
from the city by the company’s vice- 
president, W. W. Jackson, sounded the 
initial note of challenge. It stated that 
the challenge against “Security, the 
American Way” should not be taken 
too lightly and suggested that “if we 
devote ourselves to the service of 
others, we will not fail in the chal- 
lenge before us.” 

Association President Leonard A. 
McKinnon of McKinnon & Mooney, 
Flint, Mich., in his annual report in- 
dicated how challenges are being met 
by organized action, and recommended 
other ways in which to meet them. R. 
L. McMillon, Business Men’s Assur- 
ance, Abilene, and president of the 
Texas Association, after summarizing 
some of the challenges and the prog- 
ress made in meeting them, gave as- 
surance that the business is endowed 
with leadership that accepts the chal- 
lenges set before it. Other speakers 
during the three-day meeting discussed 
problems and solutions in the chal- 
lenging areas of legislation, public re- 
lations, membership, training, and 
selling. 


Clifford E. McDonald, agency di- 
rector International Fidelity, Dallas, 
and former vice-president of the In- 
ternational association, was elected 
president, succeeding Mr. McKinnon, 
who is now chairman of the executive 
board. Mr. McDonald, who was also 
chairman of public relations last year, 
has been very active in official capa- 
cities in the International and Texas 
associations. 

New vice-presidents are E. J. Cof- 
fey, Mutual Benefit H. & A., Port- 
land, Ore., and Earle R. Bennett, Prov- 
ident Life & Accident, Tampa. Jay 
DeYoung of DeYoung & Associates, 
Oak Park, Ill., was reelected control- 
ler. 

Members of the new executive 
board include Oakley Baskin, Mu- 
tual Benefit H. & A., Buffalo; Sig 
Bjornson, State Auto, Moorhead, 
Minn.; Emerson Davis, Inter-Ocean, 

(CONTINUED ON PAGE 24) 
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ASKS DISMISSAL 


Bankers L.&C : Counsel 
Blasts FTC Ad Case 
in 90-Minute Session 


Charles F. Short Jr., counsel for 
Bankers Life & Casualty in _ its 
embroilment with federal trade com- 
mission on charges of false and mis- 
leading advertising, aimed his 21-inch 
verbal guns at the FTC complaint and 
fired them for an hour and a half at 
a hearing in Chicago Wednesday. He 
asked for a dismissal of the charges 
on the grounds that they are wholly 
unsubstantiated by evidence. 

The FTC will have 45 days after 
receipt of the complete record 
to answer Mr. Short, and then, if he 
desires, Mr. Short may have 45 more 
days in which to file his own brief. 
Thus any decision on what will happen 
in this case will be delayed probably 
until fall. 

Examiner Loren Laughlin presided 
at the hearing, which was attended by 





Raymond Hays, FTC counsel. There 
were only three spectators on hand. 

After some preliminaries in order to 
get the last bit of FTC evidence into 
the record, Mr. Hays said FTC had 
completed its case and Mr. Short made 
his formal motion to dismiss and asked 
for oral argument. This was granted 
and he proceeded to attack the FTC 
case wtih extreme vigor. The only let- 
up came when the practice air raid 
siren blew for five minutes and there 
was a brief time-out. 

Bankers is asking for a dismissal 
because the FTC has “wholly failed” 
to substantiate its case by any reliable 
arguments, Mr. Short said. He added 
he was not going into the jurisdictional 
aspects but was confining himself 
entirely to what was in the record. 

The basic argument of the FTC is 
that certain items of advertising, 
“lifted out of context,” were mislead- 
ing, and the use of them with a 
failure to reveal limitations “has had 
and now has a tendency and a capac- 
ity to mislead and deceive.” Further, 
a substantial part of the purchasing 
public has been misled and has been 
induced, because of such advertising, 
to buy policies under a mistaken be- 

(CONTINUED ON PAGE 21) 
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From left to right: Vice President John L. Cameron; Thomas S. 





Muir, C.L.U.; Stanley B. Brooks, C.L.U.; Robert L. Spaulder; 
President James A McLain; Julius M. Eisendrath*; William J. 
Reilly, C.L.U.; Walter R. Wilkinson and Seth W. Ryan, C.L.U. 


Paclnews 


al Work! 


Guarbian’s Field Advisory Board meets regularly 
with our president and home office staff to discuss 
recommendations from the field. They bring in 
ideas for improving service . . . opinions on changes 
proposed by the company. 


Many of their suggestions are quickly put into 
action . . . for we know from experience that giving 
the field force a voice in policy-making decisions 
benefits the company, the public and the men and 
women who represent The GUARDIAN 
throughout the country. 


“lt is with profound regret that we report the 
death of Julius Eisendrath, which occurred two 
days after this picture was taken. 
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N. Y. Department Seeks Detailed Data 
on Terminal Dividend Payment Practices 


N#W YORK—The New York de- 
partment has sent to all companies 
issuing participating policies in the 
State a detailed and searching ques- 
tionnaire seeking information on pay- 
ment of terminal dividends. As used 
by the department the term means 
additional or extra dividends payable 
on termination of the policy by death, 
maturity, or surrender, as contem- 
plated by section 216 (1) of the New 
York insurance law. They do not in- 
clude surrender allowances’ which 
constitute increases in _ surrender 
values in connection with the reserve 
basis as contemplated by section 205 
(3) (d). 

e e e 


Following are the questions. 

1. Were terminal dividends on ordi- 
nary insurance paid by your company 
in 1954? Are terminal dividends 
involved under current cost illustra- 
tions for new policies? If either ans- 
wer is in the affirmative, items 2-8 
appearing hereafter should be com- 
pleted. 

2. Attach a current cost illustration 
for new policies showing the annual 
premium rate and the illustrated indi- 
vidual annual dividends during the 


“first 20 policy years for the three prin- 


cipal life or endowment plans of insur- 
ance, whole life, 20-pay life and 20- 
year endowment or nearest corres- 
ponding forms, and for specimen ages 
at issue—25, 35, 45, and 55, also, show 
the amounts of the cash value and the 
terminal dividend payable at the end 
of the 20th policy year. Furnish simi- 
lar data for any special life or endow- 
ment plans with minimum amount 
restrictions. 

3. State whether terminal dividends 
are granted in the event of (a) pay- 
ment of the cash value, (b) exercise of 
the reduced paid-up option, (c) exer- 
cise of the extended term option, (d) 


maturity of an endowment policy, (g) 
death of the insured, (f) disability 9 
the insured, (g) accidental death 
the insured. Also state whether the 
amount of the terminal dividend j 
affected in any way by (h) exercise 
of a settlement option, (i) existence of 
a policy loan, (j) lapse and subsequen 
reinstatement of the policy and (k) 
any other condition. 

4. If terminal dividends are omitte 


or reduced under any of the items jp] ‘ 


(3) explain fully and indicate thp 
equitable justification thereof. 
5. If the amount of the terming 


dividend varies according to policy| i 


duration, explain the basic principly 
for the gradation, also attach a tabk 
of the graduated amounts during the 
first 20 policy years for the plans gf 
insurance at ages shown in (2) above 

6. Using company lapse rates ani 
company ordinary mortality, what is 
the estimated accumulation of a for. 
borne annuity of $1 per year for 2 
years (omitting the first or second 
policy years if dividends are not nor. 
mally allowed under current policies) 
assuming 242% and 3% for the follow- 
ing ages at issue, 25, 35, 45, 55? This 
means the result of accumulating at 
the specified interest rate while taking 
into account the effect of withdrawals 
due to deaths, lapses and surrenders, 

7. What is the estimated accumi- 
lated surplus per $1,000 under cw. 
rently issued policies at the end of 
10, 15 and 20 years as compared to the 
terminal reserve and terminal divi- 
dend for each of the plans of insurance 
at ages at issue shown in (2) above? 

8. State amount of terminal divi- 
dends paid in 1954 or the approximate 
amount of dividend liability for such 
terminal dividends reported in the 
1953 annual statement, the amount of 
annual dividends, and the ratio there- 
of. 





General American Names 


Ritenour at Beaumont 


Thurman A. Ritenour, an eight-time 
national quality award winner and a 
1953 member of the Million Dollar 
Round Table, has been named by 
General American Life to develop an 
agency in Beaumont, Tex. 

Mr. Ritenour has been in Beaumont 
since 1937 with Kansas City Life. He 
was chairman of Texas Leaders Round 
Table in 1951. He has been a director 
and president of Beaumont Life Un- 
derwriters’ Assn. 





Appointed Tax Analyst 

New England Mutual has appointed 
Lewis Bishop to the newly created 
position of tax analyst. He joined the 
company in 1927 in the claim depart- 
ment. He has been its assistant man- 
ager since 1943. 


More FTC Hearings Now Going On 
Federal trade commission is hold- 
ing hearings on complaints against 
Girardian at Dallas before examiner 
Cox, and Bankers Life .& Casualty at 
Chicago before examiner Laughlin. 








Monarch to Write Akron Group 

Monarch Life has been awarded 
group coverage on city employes of 
Akron, O. Actually, premiums will be 
paid by each worker. The city will 
draft a raise to all workers of $1.75 a 
month, which will leave enough after 
taxes to pay the $1.31 insurance cost. 
The city cannot legally pay for the in- 
surance directly. 


Organize New Life 


Company in Alabama 


Fortune Life has been organized at 
Anniston, Ala., with more than 500 
stockholders, $500,000 capital and 
$500,000 surplus. William Hicks is 


president and Charles A. Hamilton is} j 


chairman. Other officers are Norman 
N. Miller, vice-president and _ direc- 
tor of agencies, Percy E. Godbold Jr, 
secretary, and S. L. Vick Jr. assistant 
vice-president in charge of actuarial. 


Joins U. S. Life in Wis. 


U. S. Life has appointed Wisconsin 
Insurance Service, Inc., general agent 
at Grafton, Wis. Ralph L. Zaun and 
Gordon Davis are president and sec- 
retary, respectively, of the new co!- 
poration. 

Mr. Zaun, who served in the state 
legislature from 1947 until 1951, has 
been in the insurance business i 
Grafton. 


Mutual Trust Adopts Form 


Mutual Trust Life of Chicago has 
adopted a new form, called the 
“planned estate programmer,” for use 
in preparation of complex settlement 
agreements. The form is essential 
for home office use, but its simplicity 
of presentation and narrative style ate 
designed to make agreements more 
understandable to policyholders. 








Hear Martin at Detroit 

Detroit Assn. of A & H Underwriters 
at its June meeting heard a talk # 
major medical by Robert J. Martin, é 
ecutive special agent in Detroit fr 
Continental Casualty. 


A. Fou 
ident o 


The 1 
lows: | 
Worth; 
Austin 
Temple 
and Da 

Thre 
during 
Consoli 
with cc 
$5,050,2 
Jr, is | 
Dallas, 
$500,00( 
and Da 
with cz 
headed 


State 
Sales 


State 
totaled 
setting 
product 
increase 
Combin 
for the 
million, 


place fo 


North 


Troph 


, North 
its foun 
Co. agen 
The t 
writing 
business 
commerr 
test, Sr., 
1886, Fo} 
at a con 
June 25. 








> 17, 1955 


———=2:}§ 
! 
Ces 


olicy, (e) 
sability of 

death of 
ether the 
vidend jg 
) exercise 
istence of 
ubsequent 

and (k) 


€ Omitted 
> items in 
icate the 
eof. 
terminal 
to policy 
principles 
h a table 
uring the 
- plans oj 
2) above, 
rates and 


, what is| 


of a for. 
ar for 20 
r second 
not nor- 
- policies) 
1e follow- 
55? This 
lating at 
ile taking 
thdrawals 
‘renders, 
accumu- 
ider cur- 
e end of 
red to the 
nal divi- 
insurance 
1) above? 
nal divi- 
yroximate 
for such 
1 in the 
mount of 
tio there- 


a 


anized at 
than 500 
ital and 
Hicks is 
milton is 
Norman 
id direc- 
lbold Jr., 
assistant 
actuarial, 


Visconsin 
ral agent 
aun an 
and set- 
lew cor- 


the state 
951, has 
iness in 


Form 


sago has 
led the 
’ for use 
ttlement 
sential 

implicity 
style are 














97 Lite Insurers 
Formed in Texas 
in 60-Day Period 


AUSTIN—In an apparent rush to 
get ahead of the legislative axe that 
later this year will bar formation of 
limited capital stock life companies, 37 
of them have been licensed within the 
last 60 days, according to data released 
py the Texas department. Each of these 
companies is listed with $25,000 cap- 
ital and $12,500 surplus, with 27 of 
them having been launched in May 
when the legislature debated and 

ed a bill requiring beginning cap- 
ital and surplus of $200,000. 

Nine of the 37 are officially domi- 
ciled in Hawkins, a small town in east 
Texas near Longview, with a popula- 
tion of about 500, but with temporary 
addresses in Dallas. W. C. Klein is 
listed as secretary of all nine, with O. 
A. Fountain as president or vice-pres- 
ident of six of them. 

The remaining 28 are located as fol- 
lows: Six each in Dallas and Fort 
Worth; four in Lubbock; three each in 
Austin and Houston, and one each in 
Temple, Bryan, Harlingen, Cisco, Waco 
and Dangerfield. 

Three large companies were licensed 
during the same period, as follows; 
Consolidated American Life, Houston, 
with combined capital and surplus of 
$5,050,227, of which Lloyd M, Bentzen, 
Jr. is president; States General Life, 
Dallas, with capital and surplus of 
$500,000, headed by W. A. Crowley, 
and David Crockett Life, Fort Worth, 
with capital and surplus of $150,000, 
headed by J. M. Leonard. 


State Mutual Ordinary 
Sales Rise 16% in May 


State Mutual Life ordinary sales 
totaled $13 million in May, up 16%, 
setting a record for the month, while 
production for the first five months 
increased by 18% to an all-time high. 
Combined ordinary and group sales 
for the first five months reached $125 
million, a 36% increase. 

Frank W. Pennell, New York City, 
led in volume and number of lives in 
May for the fifth time in six years. 

More non-cancellable A&H was sold 
in May than in any month in company 
history. Rosan agency, Denver, was 
high for the month and year to date. 
W. Frank Elrod, Denver, was leading 
A&H producer in May and Charles W. 
Bennett, Syracuse, continued in first 
place for the year to date. 


North American Founder's 


Trophy to Gore Agency 


_ North American Accident awarded 
its founder’s trophy to the R. H. Gore 
Co. agency in Chicago. 

The trophy, awarded to the agency 
writing the largest volume of A&H 
business during anniversary month, 
commemorates the late Alfred E. For- 
test, Sr.. who founded the company in 
1886. Formal presentation will be made 
. a wn at Hot Springs, Ark., 
une 25. 








Plessinger, Caughron New 


Pru Managers in Illinois 


Prudential has appointed new ordi- 
nary managers in Illinois. Robert B. 
Plessinger will head the central Illi- 
hols agency, formerly known as the 
Peoria agency, and G. Richard Caugh- 
ton is the manager of a new agency 
at Champaign. 

Mr. Plessinger, who succeeds L. N. 
Varnado, recently appointed director of 
agencies in the mid-America home 
office at Chicago, formerly was assist- 





with the company at Cincinnati from 
1940 to 1947 and rejoined Prudential 
at Indianapolis in 1952. 

Mr. Caughron, formerly assistant 
manager at Peoria, joined Prudential 
at Danville, Ill., in 1937, going to Peoria 
in 1947. His agency will be known as 
University and is located at 810-A 
West Springfield avenue. 





Steakley Austin Speaker 


Austin, Tex., Assn. of Life Under- 
writers auxiliary at its recent meet- 
ing with the husband underwriters as 
guests heard Zollie Steakley, attorney 
for the Texas asociation, speak on the 
question of “Is Life Insurance in Tex- 
as in Trouble?” Mr. Steakley said the 
life insurance salesman must be con- 
stantly on guard against those who 
would prostitute their calling and ex- 
ploit the prestige which insurance en- 
joys. Also, the industry is dependent 
upon correct statutory acts and the en- 
forcement of these by the board of 
insurance commissioners; not only the 
board but agents and companies must 
support the enforcement of the laws. 
The people who came into Texas were 
pioneers seeking opportunities and be- 
lieved in having few legal restric- 
tions, he said, calling attention to the 
lack of restrictions and the several 
types of insurance organizations per- 
mitted which resulted in the organ- 
ization of many companies. 

He stated that conditions governing 
the organization of insurance compa- 
nies meant the situation must reach a 
climax which demanded that the in- 
surance business be restored to a bal- 
anced perspective. This resulted in the 
passage of a number of statutes which 
have been based upon the theory that 
they would correct the weakness in 
the Texas insurance laws and make it 
difficult, if not impossible, for the 
exploiter to find a profitable field in 
organizing insurance companies. 

Mr. Steakley emphasized that Tex- 
as companies, with the exception of a 
small fringe, have been sound in their 
operations and do not, and never have 
given, a basis for fear or the sensa- 
tional stories in the newspapers. 





Refuses Extradition to Cal. 


LOS ANGELES—Governor Johnson 
of Colorado has refused to honor an 
extradition request of Governor Knight 
of California asking for the return to 
California of Andrew D. Hudspeth, in- 
dicted by the Los Angeles grand jury, 
along with Ross Bohannon, former 
president, and William S. Snowden and 
H. W. Snowden, former officials of 
Constitution Life, in connection witih 
charges involving operations of the 
company. 

Governor Johnson is quoted as say- 
ing that Hudspeth’s return to Cali- 
fornia was to have him “as a material 
witness in the case, and not with the 
intention of proceeding against him.” 





Occidental Makes 3 Changes 

William M. Dunlap, assistant serv- 
ice manager in Occidental Life of Cal- 
ifornia’s Chicago group service office 
for 10 months, has been named service 
manager there. He joined Occidental 
in 1953. 

John D. Johnson and R. David 
Wiest have been appointed assistant 
regional managers by Occidental, Mr. 
Johnson in Toronto and Mr. Wiest in 
Kansas City. 

Mr. Johnson joined the company in 
1953 and Mr. Wiest was formerly 
group representative for John Han- 
cock. 


Yates-Woods Opens New Branch 

The Yates-Woods agency of Massa- 
chusetts Mutual Life at Los Angeles 
has established a district agency in 
Studio City to serve the western San 
Fernando Valley. Lee Bonnell, who has 
been with Yates-Woods for nine years, 
is manager. Mrs. Bonnell is known to 
her national TV audience as Gale 
Storm and is the star of “My Little 
Margie”. 








OKs 20-for-1 Split, 
Stock Dividend 


A 20-for-1 stock split plus a divi- 
dend of one share for each four held 
were approved by Travelers directors. 
If its action is approved by stockhold- 
ers at a special meeting July 15, stock 
transfer books will be closed from that 
date to Aug. 15 when the new stock 
would be issued to holders of record 
July 15. 

Under the proposal anyone holding 
one share of Travelers at present 
would own 25 on Aug. 15. The com- 


pany has indicated it expects to pay. 


20 cents a share in the September 
quarter. 

The split would be accomplished by 
converting the present 500,000 shares 
of capital stock of a par value of $100 
to 8 million shares at $5. The divi- 
dend would be arranged by increas- 
ing the outstanding capital stock from 
$40 million to $50 million by issuing 
2 million additional shares at $5 par, 
which would be paid for by the com- 
pany thru transfer of $10 million 
from surplus to capital. 





Donates Stock for Awards 

Jefferson Standard Life will give 
200 shares of stock in Greensboro To- 
bacco Warehouse, Inc., to Greensboro 
Chamber of Commerce to be used as 
awards in farm youth events. Twenty 
shares, known as Jefferson Standard 
agricultural awards, will be given an- 
nually as special awards for farm 
youth events sponsored by the cham- 
ber’s agricultural division. Jefferson 
Standard Life purchased the stock in 
1949 in a Chamber of Commerce cam- 
paign to establish a tobacco market in 
the city. 
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at Annual Meeting 
To Top All Records 


Attendance at the Million Dollar 
Round Table annual meeting June 27- 
30 will substantially exceed the pre- 
vious record. Advance pegistrations 
stand at 615. This is the first time 
attendance will have exceeded the 600 
mark, according to George B. Byrnes, 
New England Mutual, New York City, 
MDRT chairman. The meeting will be 
at the Greenbrier hotel, White Sulphur 
Springs, W. Va. 

A special session for Canadian mem- 
bers is an added feature of the pro- 
gram. Since the session Thursday, June 
30, dealing with applications of the 
U. S. 1954 revenue act will be of virt- 
ually no interest to the Canadians, 
there will be a concurrent session for 
them, starting at 9 a. m. 

Paul Audet, Prudential of England, 
Quebec, will be moderator. David A. 
Donaldson, London Life, Toronto, and 
Rodney Hull, Mutual Life of Canada, 
Toronto, will discuss business insur- 
ance and estate planning in Canada. 
Sol Eisen, Canada Life, Toronto, will 
talk on employe benefit plans in 
Canada. 

Discovery of a clerical error has 
brought the final count of 1955 MDRT 
qualifiers to 1,557 instead of the total 
of 1,555 announced earlier. 


F. E. Barnhart in New Post 


LANSING—Francis E. Barnhart, 
New York Life, has been elected presi- 
dent of Central) Michigan A&H Assn. 
Other officers are : J. A. Doherty, Re- 
tail Credit, reelected vice-president, 
and Ray Miller, Mutual Benefit H.&A., 
reelected secretary-treasurer. 
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REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President 


life insurance in force exceeds 


$750,000,000.00 


PLUS: One of the most advanced agents 
training programs in the nation... 
Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 
Top commissions. 


Home Office, Dallas 
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Beneficial Life 
Marking 50th Year, 
Adds to Home Office 


Beneficial Life of Salt Lake City is 
observing its golden anniversary this 
month with launching of construction 
of an eight-story, million-dollar addi- 
tion to its home office. The new build- 
ing will provide 60,000 additional 
square feet of floor space, doubling the 
office area, 

Beneficial Life has experienced 
steady growth throughout the 10 west- 
ern states following its beginning in 
1955 with a stock subscription of $100,- 
000. In 1954 the policies issued totaled 
$50,501,152, the largest year in com- 
pany history. This brought total insur- 
ance in force to $320,982,064. Benefit 
payments reached 2 new high of $3,- 
203,006. Assets at the year end totaled 
$67,013,063, an increase of $5,991,227 
over 1953. More than $7 million of this 
was maintained as capital, contingency 
reserves and unassigned surplus. 

Writing all forms of life insurance, 
the company operates in Washington, 
Oregon, California, Arizona, Nevada, 





Examining the golden anniversary 
banner of Beneficial Life are George 
J. Cannon, executive vice-president, 
and Virgil H. Smith, vice-president 
and director. 


fdaho, Utah, Wyoming, Colorado and 
Montana. 

The highlight of the anniversary cel- 
ebration will be a golden jubilee con- 
vention scheduled for the Hotel Utah 
in Salt Lake City, June 20-22. Among 
speakers will be Lee N. Parker, ad- 
ministrative vice-president of Amer- 
ican Life Convention, and Charles J. 
Zimmerman, managing director of 
LIAMA. 

Beneficial Life’s president is David 





coupon. 


information. 








This new “family plan,” especially designed to meet 
financial problems caused by hospital and surgical bills, 
also has the following features found in our other 
Sickness and Accident policies. 


NON-CANCELLABLE 


® Guaranteed continuable to age 65 @ Participating 

® Guaranteed level premium @ 31 day grace period 
@ Incontestable after two years 

We will gladly supply more detailed information 

about our S & A contracts to those who return this 


To: State Mutual Life, 340 Main St., Worcester, Mass. 
Please supply me with more NON-CAN S & A 








O. McKay. He also is president of the 
Church of Jesus Christ of Latter-Day 
Saints (Mormon), which in 1927 pur- 
chased all outstanding shares of the 
company, 





Investment Scheme 
In Policy Ruled 
Illegal in S. C. 


Coastal States Life’s policy embody- 
ing a special investment fund built up 
out of excess premiums was declared 
to be illegal by Judge Martin of the 
South Carolina circuit court. The de- 
cision constituted a _ victory for 
South Carolina Assn. of Life Under- 
writers, which had sought the enforce- 
ment of the statutory ban on the 
policy. 

Judge Martin upheld Insurance 
Commissioner Kelly’s disapproval of 
the sale of these policies. 

According to Judge Martin, it was 
the “Estate Builder Contract” provi- 
sion of the policy which violated the 
state insurance code. Under this pro- 
vision the company set up investment 
accounts and invested in stocks with 
excess premiums it had charged. At 
the end of a specified period of time, 
the investor was to be given his pro- 
portionate part of the account. 

In his ruling, Judge Martin declared, 
“T am convinced that this is an invest- 
ment scheme which violates not only 
the letter and spirit of the South 
Carolina statute but is contrary to the 
purpose and theory of life insurance.” 

Judge Martin pointed out that the 
insured is offered more than insur- 
ance, he is given the chance to become 
a shareholder in an investment fund 
for the purpose of making a profit. 
“This is what the statute forbids,” he 
said. 


Yates Heads N. c. 
Assn., Agents Hold 
Leadership School 


W. F. Yates Jr., Lincoln National 
Life, Raleigh, was elected president of 
North Carolina Assn. of Life Under- 
writers at its annual convention at 
Asheville. He succeeds C. K. Anders, 
Pilot Life, Wilmington. Other officers 
are Edwin M. Hicklin, Occidental Life 
of North Carolina, Burlington, vice- 
president; W. G. Morrison, Life of 
Georgia, Charlotte, secretary; John B. 
Bland, State Capitol Life, Charlotte, 
national committeeman; Vance Rich, 
Occidental Life of California, Raleigh, 
eastern division chairman; Carl Schul- 
thise, Home Sacurity, Fayetteville, 
central division chairman, and Joel G. 
Barham, Life of Virginia, Asheville, 
western division chairman. 

Rufus White, vice-president of Pilot 
Life, was the banquet speaker. He dis- 
cussed the trouble people have in mis- 
sing the important things they should 
do because they are busy with routine 
or emergencies. Mrs. Ann Bickerton, 
director of field service of National 
Assn. of Life Underwriters, spoke on 
the strength and unity of the local 
association and its influence on the 
strength of the National association. 

A leadership training school was 
held the first afternoon under the 
direction of Mr. Morrison. 

The Peterson trophy for outstanding 
activities in a local association went 
to Rocky Mount Association. 





Oscar H. West Jr., Great National 
Life, Dallas, led the company in A&H 
for May. W. D. Blaydes, Houston, was 
leader in life sales. 


E.]. Faulkner Is ce 
Named A&H 
Man of the Year 


Edwin J. Faulkner, president 
Woodmen Accident & Life and Wood. 
men Central, was 
presented the Har. 
old R. Gordon 
memorial awarj 
at the banquet of 
Internationa] 
Assn. of A & 
Underwriters | this 
week at San An. 
tonio. He is the 
seventh to receive 
the tribute for 
outstanding _ ser. 
vice to the A&H 
business. The 
others are E. H. O’Connor of Insurance 
Economics Society, V. J. Skutt of 
Mutual Benefit H. & A., William E. 
Lebby of Massachusetts Indemnity, the 
late Bert A. Hedges of Business Men’s 
Assurance, E. H. Mueller, Provident 
Life & Accident, and John Galloway 
of Provident Life & Accident. 


Mr. Faulkner received the award 
from William G. Manzelmann, North 
American Accident, a past president 
of the Chicago association which is 
trustee of the award. The award com- 
mittee adjudged Mr. Faulkner to have 
done more for the business during the 
last year than any other individual. He 
is head of the Joint Committee on 
Health Insurance and was one of the 
leaders in testifying at Senate investi- 
gations of A&H. 

Dr. Faulkner is the author of Acci- 
dent & Health Insurance, the first 
authoritative text on A&H. He started 
with Woodmen Central Health in 1931, 
becoming treasurer the following year. 
Two years later he became assistant 
to the president of Woodmen Acti- 
dent, and in 1936 was elected a vice- 
president of Woodmen Central Life, 
He became president of all three com- 
panies in 1938. 

Mr. Faulkner has served for eight 
years on the executive committee of 
H & A Underwriters Conference and 
in 1950 was conference president. He 
is a past chairman of the A&H com- 
mittee of Life Insurance Agency Man- 
agement Assn., and for two years was 
president of Insurance Federation of 
Nebraska. 





E. J. Faulkner 


—_——- 


Mutual Fund Chairman 
Joins Hancock Board, 
Asst. Treasurer Named 


Dwight P. Robinson Jr., chairman 
of Massachusetts Investors Trust, 4 
mutual fund of Boston, has _ been 
elected to the board of John Hancock. 
Mr. Robinson, with Massachusetts 
Investors Trust since 1932, is on the 
boards of several other organizations 
and is a member of the corporations 
of two savings banks. 

Mrs. Abby B. Stoddard was elected 
assistant treasurer, the first woman to 
be named to this post..She has been 
responsible for execution of securities 
purchases. She was with several in- 
vestment firms before joining John 
Hancock in 1946. 





The Ferrel M. Bean agency of John 
Hancock Mutual, Chicago, led the 
company in written and paid for ordin- 
ary in April. It also led all agencies 
in total paid production credits for the 
first four months. 
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MORE THAN 300 ATTEND 





CORONADO, CAL.—Interesting a 

ater number of persons with prom- 
ising potential to the actuarial field got 
major attention at the western spring 
meeting here of Society of Actuaries. 
More than 300 persons turned out for 
the agenda that also put emphasis on 
daims aspects of A&H and annuitant 
mortality. Society president, Walter 
Klem of Equitable Society, opened the 
meeting and sessions were presided 
over by Vice-presidents Pearce Shep- 
herd, Prudential, and Charles A. 
Spoerl, Aetna Life. 

Besides selection of actuarial stu- 
dents, education and training were giv- 
en strong consideration. Mr. Spoerl, 
chairman of the advisory committee on 
education and examinations, reported 
on a study of the correlation between 
success with the examinations for ad- 
mittance and success as an actuary. 
The study was based on 276 members 
and showed a Significant correlation, 
indicating examinations were perform- 
ing their desired role. 

K. M. Davies, Equitable Society, re- 
ferred to the scarcity of students cap- 
able of doing actuarial work and the 
competition with other industries for 
mathematics majors. He observed ac- 
tuarial material can be obtained from 
among students taking economics, 
business administration and similar 
courses. 

E. H. Wells, Mutual of New York, 
said he felt two major forces are mak- 
ing quite an impact in this area—de- 
mography and automation, In part the 
scarcity of students reflects the low 
birth rate during the depression years. 
He commented that automation re- 
quires a new look by actuaries at tra- 
ditional mathematics training as both 
aselection and an educational device. 

H. M. Sarason, consulting actuary, 
Los Angeles, pointed out that the ex- 
amination program costs in excess of 
a million dollars a year and that it 
therefore merits most careful study. 

A. A. Windecker, Equitable Society, 
suggested that credit for the early ex- 
aminations be given for appropriate 
college work, He said he thought the 
series of examinations might be short- 
ened and the later examinations given 
twice a year. D. C. Duffield, Travelers, 
remarked that the “reasonable knowl- 
edge requirement” of each subject re- 
quired a larger number of examina- 
tions to provide more questions con- 
cerning the same subjects. E. E. 
Streck, Prudential, explained his com- 
Pany’s actuarial student program 
which places special emphasis on sum- 
mer employment of college undergrad- 
uates. J. W. Moran, New York Life, 
suggested more recruitment of tech- 
hically trained men would release ac- 
tuaries from such positions as group 
annuity specialists. 

L F, Slezak, Occidental of Califor- 
lla said he felt detailed knowledge of 
electronic equipment should not be in- 
cluded in the syllabus. Rather, the 
study of human behavior was more to 
be desired. J. B, MacDonald, Crown 
Life, on the other hand thought elec- 
tronic data processing should be in- 
tluded in the Syllabus. R. G. Espie, 
Aetna Life, chairman of the examina- 
tion committee, pointed out the great 
achievement in providing study and 
educational aids to students in the last 
10 years. The number of references was 
teduced by one-third and new books 
and articles have been developed spe- 
tifically for the examinee. He empha- 





XUM 


Selecting, Training Future Actuaries Is 
Prime Topic at Society's Western Meeting 


sized the examinations were not a 
screening device for management po- 
tential but pointed up technical profi- 
ciency in actuarial science. 

D. H. Harris, Equitable Society, ex- 
plained the difficulty in setting proper 
standards for success in the examina- 
tions because of the variance from year 


to year in the difficulty of individual 
questions and in the general level of 
competence of the candidates. J. M. 
Blackhall, California-Western States, 
advocated a separate examination on 
each subject in the fellowship section 
rather than inclusion of three to five 
subjects in each examination. G. C. 
Thompson, Security Mutual of Bing- 
hamton and R. E. Larson, Benefit Assn. 
of Railway Employees, and Arthur 
Pedoe, Prudential of England, empha- 
sized the need for local activity in re- 
cruiting actuarial students. C. H. 


Tookey, Occidental Life of California, 
explained his company’s plan for de- 
veloping actuarial students and pre- 
sented Geoffrey Crofts, who will im- 
plement the plan at Occidental College. 

The committee on experience under 
individual A&H under the chairman- 
ship of T. H. Kirkpatrick, Paul Revere, 
reported that a workable plan for col- 
iecting and compiling morbidity ex- 
perience on such insurance has been 
completed. Although the initial pro- 
gram covers only loss of time benefits 

(CONTINUED ON PAGE 13) 





He ably led, we gladly followed 


He’s past seventy now. But time hasn’t touched him inwardly. 
The old energy is still there, and the strong sense of calling, 
and the clear-eyed vision of the goal. He looks the part he’s 
always played—a great teacher, a moulder of men. 

Talking to him now, you know why Dr. Solomon S. Huebner 
played such a hero’s role in the building of today’s 
multi-billion dollar life insurance business. 

He never sold a dollar’s worth of life insurance himself. But he 
shaped the minds and inspired the men who have made the 
great life insurance sales records of today. He gave us a sense of 
our mission as handlers of dreams and hopes, not of dollars 

and cents. Physicians, in their moments of self-searching, think 
of Hippocrates. We think — or should—of Dr. Huebner. 

It was half a century ago when young Solomon Huebner 
saw the great need for trained young men in business. The 
men were available; the training was not. He resolved 

to change all that. 

He started from scratch. There were few business schools 
then, few textbooks, fewer teachers. So, when the 
Wharton School announced a course in life insurance, with 
Dr. Huebner as its guiding spirit, a new era had quietly 
begun, though not many people realized it. 

Teacher and students often learned together in 

those pioneering days. The textbooks got written; 

many he had to write himself. Eventually the 

whole country and the nations of the world 


~ 


began to feel the influence of Solomon S. Huebner. Some of 
his students became important in the business world. Some 
went out to teach to others what they had learned from him, 
That would have been enough for most men. But 

Dr. Huebner had just begun. 

For fourteen years, he had nourished a dream that was 
finally realized with the chartering of the American College 
of Life Underwriters. Now all young men who wished to 
qualify for the profession of life insurance could be tested 
for aptitude, integrity, and willingness to work. Here they 
could be trained in mind and heart for better service to 
themselves, their clients, their companies, and their country. 


Many of us have climbed to success on the ladder which 
S.S. Huebner built for us. To show our gratitude, we have 
offered him every honor at our disposal. He accepts them 
graciously, but being the man he is, we think he finds 
ample reward in knowing that his work has made thousands 
of other careers possible. And perhaps his greatest reward 
comes when he walks down a street in any American 
town, and sees the self-respecting families in their 
self-respecting houses, and knows what a part life insurance 
has played in the confident rhythm of their lives. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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| Insurance Company States 
| January 1 Account Ranked Entered 

*1955 $3,126,756,214 20th All 
: 1954 2,587,083,035 23rd All 
1953 2,177,900,948 23rd All 
Hi 
1952 1,823,066,723 23rd 46 

1951 1,527,979,599 24th 43 

1950 1,226,550,718 27th 43 
1945 498,638,894 45th 34 
1940 252,671,711 51st 27 
i : 
1935 175,682,997 56th 27 


*9th Position in Group Insurance 
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Key to the WHY... 


1955 UNDERWRITING DESK REFERENCE 


...to help you think of us, at times when it will 

count most. Shrinking the area of rejection; broadening the 
field of acceptance has long been a Continental Assurance 
endeavor...and ranks among the reasons why 
growth has been rapid, consistent and sound. 
Ask for your copy. Address Dept. 317. 















TRITITAL LALLA 
COMPANY 


ASSURANCE 


A National Life Insurance Institution 
310 S. Michigan Ave. + Chicago 4, Ill. 


More Than Half 
LIAMA Members 
Write Specials 


A LIAMA company practices study 
on special low net cost life policies 
has shown that they have been intro- 
duced by 65 companies since Jan. l, 
1953, and that 25 such plans have been 
presented so far in 1955, indicating an 
accelerating trend. The report, based 
on replies from 134 companies, in- 
dicated more than half of all mem- 
bers write specials. 

The special policy was the one each 
company selected with the lowest 20- 
year net cost, age 35 at issue, which 
set it apart from others issued. Two- 
thirds of the replying companies said 
$10,000 was the minimum amount. A 
$5,000 minimum was required by 
20%. Other minimums, none used by 
more than five companies, were $2,- 
000, $3,000, $6,000, $7,500, $12,000, $12,- 
500 and $25,000. Only about one-fourth 
were taken on a preferred risk basis, 
the remainder of the companies issu- 
ing specials to standard and, in most 
cases, to substandard risks. 

Five principal age limits, account- 
ing for two-thirds of the 134 com- 
panies, are 0 to 65, 0 to 70, 10 to 65, 
15 to 60 and the most common, 15 to 
65. Twenty-nine different age limits 
were listed by the remaining 40 com- 
panies. 

A wide variation of net cost figures 
was reported, leading LIAMA to sug- 
gest that low net cost, itself, may 
not always be the determining factor 
in life sales. Non-participating or- 
dinary plans varied from a low of 
$1.35 per $1,000 a year for 20 years 
to a high of $8.47. Forty percent of 
the companies said they use special 
nonforfeiture values with special pol- 
icies. Nearly all said they sell specials 
on annual, semi-annual, and quarter- 
ly methods of premium payment. 

One out of every three companies 
said they develop sales presentations 
specifically for their special policies. 
From the remarks of reporting agen- 
cy officers, LIAMA concluded “there 
is reason to believe that some com- 
panies are offering specials only from 
competitive necessity, deploring the 
practice of net cost advertising and 
selling.” 

6 Sd ‘J 

LIAMA’s study listed four typical 
situations which show how specials 
relate to other issues of the companies: 
A company may have one special 
which is markedly lower in net cost 


~ 
than all other comparable policies; th 
company may have a premium ratp 
graduated according to policy six 
for a number of plans; premiums May 
be graded, and also there may be , 
special of still lower net cost thay 
the comparable plan in the nearey 
policy grade; and the company May 
issue a special group of policies, such 
as ordinary, life paid up at 65, 30-pay 
life and 20-pay life. 

All companies listed as their sing 
lowest net cost special one of the mor 
common continuous payment whok 
life plans; and 70% listed ordinary 
life. LIAMA concluded from the sy. 
vey that the term “special policy” j, 
interpreted by most companies a 
meaning some continuous payment, 
beyond age 65, whole life plan. 

The report showed that commission 
rates on specials are reduced in 424 
of the U. S. companies with $1 bjl. 
lion or more in force on Jan. 1, 1954: 
in 60% of the $150 million to $1 pjj. 
lion U. S. companies; in 65% of the 
under $150 million U. S. companies: 
and in 7% of the Canadian companies, 





Name Two Lawyers N.Y, 
Deputy Superintendents 


Arthur F. Lamanda and Robert J. 
Malang, New York City lawyers, have 
been appointed deputy superintend- 
ents of insurance of New York. 

Mr. Lamanda was admitted to the 
bar in 1932 and engaged in private 
practice until 1938 when he became 
secretary to Judge Valent of New York 
supreme court. Subsequently he was 
named secretary to Judge Dickstein 
and a year ago was appointed a gener- 
al law assistant to the justices of the 
supreme court, first department. 

Mr. Malang was admitted to the bar 
in 1938 and engaged in private prac- 
tice and as a hearing officer in the 
New York City rent commission be- 
fore becoming confidential assistant 
to the board of justices of the first 
judicial department of the supreme 
court. He was appointed assistant dis- 
trict attorney in the Bronx in 1952. 





15 Attend Conn. Mutual School 

Fifteen new agents of Connecticut 
Mutual Life attended the two-week 
career school at the home office. Piac- 
ing special emphasis on the profes- 
sional role of the agent, the course 
covered marketing techniques relating 
to personal, business and employe life, 
pension plans and insurance for tax 
purposes. Instructors included Horace 
R. Smith, superintendent of agencies, 
Robert B. Proctor, assistant super- 
intendent of agencies, James L. Rus- 
sell, assistant agency secretary, and 
Frederic R. Breidenbach, agency as- 
sistant. 




















Prestige in being a member. 


Home Office ° 
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ti j In July, 1954, The President’s Club of the Monumental was 
is inaugurated. During the remaining six months of that year, 169 
Fieldmen qualified for Charter Membership. 

For the first five months of this year, 273 Fieldmen, having their qualifica- 
tion requirements to ‘date, are on their way to membership. Along with the 
rewards that accompany this achievement, there is Honor, Recognition and 


Fieldmen and Management, working together, as exemplified by the spirit 
in The President’s Club, makes a team that means success for all. 


MONUMENTAL LIFE INSURANCE COMPANY 


Chartered 1858 





Baltimore, Md. 
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EIM ELECTED agent of Mutual of New York, and 
LOEWENH Kermit L. Updegrove, agent of New 
York Life. The slate was elected un- 


Factors Common to 
Leaders Outlined at 
N.Y.C. Agents Meet 


Raymond C. Johnson, vice-president 
in charge of agency administration of 
New York Life, told New York City 
Assn. of Life Underwriters he has 
found among production leaders these 


animously. 

Mr. Loewenheim said the association 
faced the mutual fund problem a year 
ago and now is confronted with the 
problems of “jumbo risk” policies, 
graded premiums and variable annui- 
ties. Although personally opposed to 
variable annuities, he said he intends 
to take a position representing the feel- 
ing of the whole organization. He asked 
members to make known their opinions 
on these topics. 


Despite mutual funds, variable an- 
nuities and other situations, the agency 
system will continue to prosper if the 
agents do their job, Mr. Gutmann said. 


Mutual Trust Passes 


$3 Billion in Force 


Mutual Trust Life of Chicago has 
just passed the half billion dollar mark 
in life insurance in force. Since issuing 
its first policy in 1905, the company has 
expanded consistently and now oper- 
ates in 20 states, including New York. 
Only recently the company entered 








Raymond C. Johnson 


Harold Loewenheim 


common denominators: A burning de- 

sire to succeed and be a leader; su- 

perior technical skills and vocational 
competence; and a broad background 
in fields related to life insurance. 

Speaking on “The Greatest Power 
on Earth,” which he identified as 
growth, Mr. Johnson pointed out that 
itis a force greater than atomic energy 
because it has produced all new de- 
velopments since the beginning of 
time. The most notable change in re- 
cent years is the occupational growth 
of our agents, he said. America is 
growing in size and productivity and 
the Million Dollar Round Table is 
growing, too. 

He suggested MDRT membership as 
a goal because “you must know your 
business to sell a million.” An aid to 
improving sales ability and knowledge 
is enrollment in the CLU study pro- 
gram. There is value in obtaining a 
background in fields related to life 
insurance. The need for this type of 
study is shown by the growth of such 
lines as business life, where a know- 
ledge of business in addition to insur- 
ance will help make sales. Diamond 
Life Bulletins, LUTC and R&R Serv- 
ice will tell “how” and CLU studies 
tell “why,” he added. 

He advised agents to “keep growing” 
with these goals in mind: greater pro- 
duction and greater knowledge. We 
must push up through the “hard crust” 
of set ideas and enter the “sunlight” 
of new ideas, Mr. Johnson concluded. 

Harold Loewenheim, manager of 
Home Life, was elected president, suc- 
ceeding Harry K. Gutmann, agent of 
Mutual of New York. Others elected 
were Michael P. Coyle, agent of Phoe- 
nix-Mutual Life, administrative vice- 
President; Stanley R. Wayne, co-gen- 
eral agent of Mutual Benefit Life, ed- 
ucational vice-president; Arthur L. 
Sullivan, general agent of Fidelity Mu- 
tual Life, membership vice-president; 
Charles Anchell, agent of New York 
Life, public relations vice-president; 
and Raymond T. Thorne, general agent 
of Berkshire Life, treasurer. 

G. Gustav Steiner, agent of Aetna 
Life, was elected to the board for a 
one-year term. Chosen for three-year 
terms were John H. Brady, agent of 
New England Mutual Life, Harle Y. 

Duncanson, assistant manager of Con- 
necticut General Life, Robert W. 
Ebling Jr., agent of Penn Mutual Life, 
H. G. Henderson, co-manager of Pru- 
dential, Robert J. Manheimer, agent 
of Equitable Society, Jules Nassberg, 





agent of Berkshire Life, Rene Sorel, 
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ORDINARY 


Oregon to complete its west coast rep- 
resentation. 

In celebrating Mutual Trust’s 50th 
anniversary, many advancements have 
been announced, including a new and 
unique insurance coverage known as 
the consecutive death. protector. It is 
designed to fill the void when social 
security benefits are denied to a widow 
because of consecutive deaths of her 
husband and children under age 18. 

The anniversary celebration will be 
climaxed by a national convention 
scheduled for the Grand Hotel at Mac- 
kinac Island in August, when all lead- 
ing producers will be in attendance. 
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Ne if we can help it! Life insurance is one product that must always 


be bought individually by the individual customer. 


In fact, we believe the life insurance agent grows more important 
every day. Without his good advice, what busy man could hope to 
select the life insurance best suited to his particular needs? Without 
his knowledge of using insurance, what man could be sure of getting 


all the benefits he or his family will need someday? 


The life insurance agent representing Mutual Benefit Life today 
knows his future won't be threatened by “super market” methods to- 
morrow. He provides a necessary service; and because he provides it 


well, he does well himself! 


Robert B. Shields, Jr., Jacksonville, Florida, served his 
country in both military and civilian jobs for eight years 
before he came to Mutual Benefit Life. Perhaps one of the 
important reasons for his success in life insurance is the 
sincere conviction that he is performing valuable service for 
others—helping them to determine their financial objectives 
in life—and helping them to reach those objectives in the 
most economical manner. His record shows that his efforts 
are widely appreciated. 





Will Life Insurance 


ever be sold...or bought... 


like 


‘Soap Flakes? 
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Organized in 1845 
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D. J. BRENNER 
Columbus, 
Joined Home 
1945, became Man- 
ager, 1955. 





E. F. DAVY, CLU 
Solt Lake, Utah. Joined 
Home Life, 1929; be- 
came Manager, 1939. 





R. MARTIN 
Champaign, Ill. Joined 
Home Life, 1915; be- 
came Manager, 1918. 





Ohio. 





Life, Joined Home Life, 
1946; became Man- 
ager, 1955 


of Planned Estates 





H. W. DAVY, CLU 


San Francisco. Joined 
Home Life, 1932; be- 
come Manoger, 1943. 





L. MINUSKIN 
Paterson, N. J. Joined 
Home Life, 1929; be- 
come Monager, 1930. 





E. M. CHARLES, CLU 
New York, N. Y. 












P. C. PLYBON 
Charlotte, N. C. 
Joined Home Life, 
1950; became Man- 
ager, 1955. 


T THE END OF 1954, in an advertisement much 

like this one, Home Life featured an impres- 
sive group of its agency managers as “proof of 
opportunity unlimited.” Now we add three more 
pictures to our “album”—three managers appointed 
within a four-month period. 

Like the 30 who came before them, these three 
men joined Home Life with no previous life insur- 
ance experience; became successful “Planned Es- 
tates” Field Underwriters; received management 
training under the company’s program of advance- 
ment-from-within; and are now managing their 
own agencies. As a group, these 33 managers average 
17 years of Home Life service. 

Opportunity for advancement to agency man- 
agement is a keystone of Home Life’s field opera- 
tions. We promise each new man who has the neces- 
sary qualities unlimited opportunity to go just as 
far as his ambitions carry him. And, as the men 











H. S. EASTON, CLU 
Cleveland. Joined 


Home Life, 1943; be- 
came Manoger, 1944. 


C. C. FARRELL 
Houston, Tex. Joined 
Home Life, 1941; be- 
came Manager, 1950. 


R. C. ELLIS 
New York, N. Y. Joined 
Home Life, 1916; be- 
came Manager, 1928. 


J. S. DUDLEY, JR., CLU 
Atlanta, Ga. Joined 
Home Life, 1937; be- 
came Manager, 1949. 





W. C. PETTY, SR. 
Huntington, W. Va. 
Joined Home Life, 
1930; Manager, '42. 


R. E. PHILLIPS 
Chicago, Ill. Joined 
Home Life, 1948; be- 
came Manager, 1952. 


J. F. PAQUIN 
Rockford, Ill. Joined 
Home Life, 1943; be- 
came Manager, 1947. 


D. M. MUNN 
New York, N. Y. Joined 
Home Life, 1933; be- 
come Manager, 1942. 


———_ 
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pictured on this page can testify, Home Life de- 
livers on this promise. 
As the company enters a new ten-year program 


of active agency expansion, “opportunity unlimited” 


becomes more meaningful than ever before. It is 
now estimated that there will be more than 50 
managerial opportunities opening up during the 
next ten years. 

Expansion to new market areas envisioned in the 
program will call for well-trained leaders, skilled 
in Home Life’s concept of agency management. If 
past performance is any guide, most of them will 
be coming from the ranks of Home Life’s own 
career Field Underwriters. 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York 8, New York 


J. H. Evans 
Vice Pres. & Mgr. of Agencies 


W. P. Worthington 
President 





F. FRIEDLER, CLU 
New Orleans, La. 
Joined Home Life, 
1926; Manager, '35. 


H. L. HAMILTON, CLU 
Louisville, Ky. Joined 
Home Life, 1936; be- 
came Manoger, 1945. 





Cc. O. PRATT 
White Plains, N. Y. 
Joined Home Life, 
1947; Manoger, '52. 


L. C. REEVES 


Richmond, Va. Joined 
Home Life, 1938; be- 
came Mangger, 1953. 





Vv. W. HOLLEMAN 
Wash., D. C. Joined 
Home Life, 1927; be- 
came Manager, 1934. 





P. F. SAINT, CLU 
Boston, Mass. Joined 
Home Life, 1945; be- 
came Manoger, 1951. 





O. M. BARRY 
Jockson, Miss. Joined 
Home Life, 1931; be- 
came Manoger, 1935. 





W. E. CARNRIGHT 


New York, N. Y. Joined 
Home Life, 1945; be- 
came Manager, 1954. 


R. N. LYONS 
Philadelphia. Joined 
Home Life, 1938; be- 
came Manager, 1947. 





J. J. SHILLING 


Los Angeles. Joined 
Home Life, 1946; be- 
came Mangger, 1950. 





W. T. BOLTON 


Syracuse, N. Y. Joined 
Home Life, 1942; be- 
came Manager, 1949. 





E. B. CASE 
Rochester, N. Y. Joined 
Home Life, 1947; be- 
came Manager, 1951. 





W. J. MC FEELY, JR. 
Baltimore, Md. Joined 
Home Life, 1938; be- 
came Manager, 1947. 





Pi 
A. D, SUTHERLAND 
Detroit, Mich. Joined 
Home Life, 1933; be- 
came Manager, 1935. 








R. W. BREMNER 
New York, N. Y. Joined 
Home Life, 1942; be- 
come Monager, 1949. 





J. H. COLES 
Pittsburgh, Pa. Joined 
Home Life, 1939; be- 
came Manager, 1943. 





C. F. MC KENDRY 
Albany, N. Y. Joined 
Home Life, 1947; be- 
came Manager, 1953. 


M. M. ZOBLER, CLU 
New York, N. Y. Joined 
Home Life, 1945; be- 
came Manager, 1954. 
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aces 


and 


Every company has its aces...its crackerjacks... 
its star producers. And similarly, every company has its 
agents... the men who are regular, consistent producers 
with few peaks or valleys...and no slumps. They are 
the men who offset the peaks and valleys of the aces. 
We have our share of both... bless ‘em... because both 
are important to the steady growth of a company. 

Today, it is important to have a good number 
of aces and agents in the field...and we're happy to 
say we have succeeded. Over the past few years, the 
Capitol Life has developed a field force made up of 
consistent, high quality producers... aces and agents 
alike. To do this, we have had to set high standards for 
new men as well as the present field force. If you can 
meet these company standards, we can help assure your 
success in the business. Because, when you join the 
Capitol Life, you will enjoy better than average first 
year commissions, liberal bonuses, effective sales train- 
ing, and an attractive company pension plan. You will 
also enjoy the use of proven sales aids in selling com- 
petitive and exclusive contracts. This combined with an 
intimate, helpful relationship with the Home Office, will 
return the success you have a right to expect. Just ask 
any Capitol Life representative. 


Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

15 Western States 






Capitol Life 


: INSURANCE COMPANY 
DENVER, COLORADO 


——- 


WRITE: Thomas F. Daly Il, Vice President and Director of Agencies. 
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Tells How to Fund 
Group to Make 


Cover Permanent 


CORONADO, CAL.—The problems 
involved in connection with the fund- 
ing of group life benefits after retire- 
ment were the subject of a paper pre- 
sented before the Society of Actuaries 
at its western spring meeting here by 
C. L. Trowbridge, Bankers Life of Iowa. 

Mr. Trowbridge referred to the grow- 
ing demand for a continuation of some 
or all of the group life benefit after 
retirement. This together with the com- 
paratively high and sharply increasing 
yearly costs of providing protection at 
ages over 65, has given impetus to the 
development of various forms of group 
permanent insurance. 

Six methods of funding a group life 
benefit which is to be continued after 
retirement were described and actuar- 
ial formulas for each were developed. 
These methods comprised one-year 
term for active employes coupled with 
a single payment at retirement to meet 
all future costs; an ordinary life pol- 
icy; whole life coverage paid-up at the 
retirement age; use of a level premium 
to purchase units of paid-up insurance 
each year before retirement; and one 
year term for active employes com- 
bined with any one of several methods 
commonly employed in_ connection 
with pension plans to fund the post re- 
tirement death benefit. 





Ryrie New President 
of Canada Life Institute 


George Ryrie, vice-president and as- 
sistant general manager of North 
American Life of Toronto, was elected 
president of Life Insurance Institute of 
Canada at the annual meeting in To- 
ronto. The Institute is the educational 
arm of the life insurance business in 
Canada. Mr. Ryrie succeeds G. Edger- 
ton Brown, Sun Life. 

Other officers are: 1st vice-presi- 
dent, George Aitken, Great-West; 2nd 
vice-president, M. F. Auden, Confeder- 
ation Life; secretary-treasurer, D. E. 
Weaver, Mutual of Canada; council, H. 
W. Johnson, Northern Life; S. W. 
Boyle, Industrial Life; E. S. Reid, 
Dominion Life, and N. D. Campbell, 
Crown Life. 





Midland National Promotions 


Midland National Life has made 
four home office promotions, I. A. 
Hinderaker becoming attorney, F. D. 
Gynn, agency vice-president, H. W. 
Farrar, superintendent of agencies and 
K. C. Rasmussen, sunerinte-dent of the 
A&H department. H. Smith Hagan, 
executive vice-president, and C. H. 
Menge, vice-president and actuary, 
were elected to the executive com- 
mittee. 

Mr. Hinderaker is a partner in the 
Watertown, S. D., law firm of Austin 
& Hinderaker. Mr. Gynn. former su- 
nerintendent of agencies, has been with 
the company since 1954. Mr. Farrar 
inined the company in 1953 and Mr. 
Rasmussen in 1947. 





Texas Agents Card About Ready 


Plans are about completed for the 
annual meeting of Texas Assn. of Life 
Underwriters, to be held at Fort Worth 
June 23-25. 

Speakers at the sales congress Friday 
will be David Ashley, Northwestern 
National Life, Fort Worth; Travis T. 
Wallace, president, Great American 
Reserve, and Stanley E. Martin, Dallas, 
general agent emeritus of State Mu- 
tual Life. 

Talks will be made at a session of 
Texas Conference of General Agents 
& Managers by Joe S. Moore, director 


: a‘ ; ne nes ™~ 
of licensing and investigations, Texas 
department; Newman E. Long, Great. 
West life manager at Dallas, and Gor. 
don Durden, Pan-American Life, con. 
ference president. 

A CLU breakfast Saturday will be 
addressed by Frank Cooper, South. 
western Life, Fort Worth, president of 
American Society of CLU. 


Insured Pensions 
Near $10 Billion 


Nearly 4 million persons in 17,289 
groups have accumulated almost $19 
billion towards their retirement in. 
come through pension plans insured by 
life insurance companies, Institute of 
Life Insurance reports. 

The premiums totaled $1,325 billion 
last year, 80% paid by employers. This 
is an increase over the previous year 
of more than 20,000 persons covered, a 
rise of 1,450 groups in force, an in. 
erease of $150 million in annual income 
set up for retirement and premium 
payments of $40 million more than the 
previous year. 

Some 3,185,000 persons in 4,170 
groups were covered by group annui- 
ties at the start of this year, more than 
80% covered by insured pension plans 
and 63% of the aggregate income under 
all insured pension plans. 

A growing portion of group annui- 
ties is the relatively new type called 
“deposit administration plan.” More 
than 835,000 workers are covered by 
this type of plan, most of which were 
set up in the past five or six years. 

Individual policy pension trusts ac- 
counted for the largest number of 
plans, 11,550, but covering relatively 
smaller worker groups, they accounted 
for only about 445,000 workers, with 
about $425 million annual retirement 
income. 


Greater Miami A&H Assn. Elects 


Greater Miami Assn. of A&H Under- 
writers has elected Richard S. Pomer- 
oy III, Guardian Life, as president; 
Bernard Landers and Jack Falke, vice- 
presidents; Del Duckworth, secretary; 
Frank Gabor, board chairman; Henry 
Shore, Birger Salbert, Byron Holden, 
Larry F. Finnell and George Poulos, 
board members. 


Another N. W. National Record 


For the fifth consecutive month, 
Northwestern National Life has regis- 
tered a new production record. Written 
sales in May of $11,462,000 were the 
largest ever for that month, exceeding 
the previous high mark in 1950 by 37%. 
Sales for the year to date total $56,- 
753,000, a gain of 56%. 
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THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 























Unity agents are equipped 







to serve every need for per- 
Juvenile 







sonal insurance. 
policies our specialty. 










lL. J. BAYLEY 
Secretary 


€ R DEMING 


President 
























HOME OFFICE — SYRACUSE, N. Y. 
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Todd, Zischke Form 
National Employe 


Benefit Plan Firm 


Two Chicagoans, John O. Todd, 
president of Pension Service, and Her- 
man A. Zischke, president of Herman 
A. Zischke Organization, both promin- 
ent consultants in the employe benefit 





John 0. Todd H. A. Zischke 


field, have announced plans to merge 
and form an expanded operation under 
the name Todd & Zischke Service. Of- 
fices will be maintained in Chicago and 
San Francisco. 

The new firm will operate in the 
U. S. and Canada and will provide 
complete actuarial and compensation 
consulting facilities. In addition to di- 
rect clientele, it will operate coopera- 
tively with banks, trust companies, 
lawyers, accountants and agents. 

Services will be performed on a 
fee basis as the new firm is not to be 
licensed to receive insurance commis- 
sions. In addition to heading up the 
new organization, Mr. Todd and Mr. 
Zischke will continue to head up their 
own separate insurance offices. 

Mr. Zischke will serve as chairman 
and Mr. Todd as president. Francis 
W. Morley, Jr., is executive vice-presi- 
dent; John W. Papenhausen, vice-presi- 
dent, plans administration; Walter E. 
Pratt, vice-president, statistics, and 
James B. Zischke, vice-president, re- 
search. Consulting actuaries are H. B. 
Wickes and N. A. Moscovitch. 

Scope of the services provided by the 
new organization in the fields of pen- 
sion and profit sharing welfare plans 
and deferred and incentive pay pro- 
grams will include the design, instal- 
lation and administration of new as 
well as analyses of existing programs. 

Both executives have been life and 
qualifying members of the Million Dol- 
lar Round Table for many years, with 
Mr. Todd having been chairman of 
that body in 1951. 


1954 CLU Exam Answers Available 

American College is making avail- 
able a set of composite answers to the 
1954 CLU examinations. The answers 
are presented in the same manner that 
the examinations were given. They 
were selected as representative high 
quality answers. Copies may be ob- 
tained from the educational publica- 
tions department of American College, 
Philadelphia. 


Special Libraries Assn. to Tell 
Insurance Services Directory Plan 
A plan for a directory of services 
and publications offered by organi- 
zations connected with the insurance 
business will be presented at the an- 
nual convention of the insurance divi- 
Sion of Special Libraries Assn. June 
12-17 in Detroit. 
_ The project, based on 175 ques- 
tionnaires sent to organizations allied 
With insurance, was discussed at a 
found table June 15. Miss Elizabeth 
Ferguson, past president of the as- 
sociation and librarian of Institute of 
Life Insurance, will explain what the 
institute is doing to coordinate efforts 
of life insurance and public libraries 
ie presenting information to the pub- 
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Heads Philadelphia Life Unit 

Philadelphia Life has appointed 
Frank J. Bellwoar personnel director. 
He has been with U. S. civil service 
commission in placement and training 
of personnel for the federal defense 
program. He has spent a number of 
years in personnel supervision. 


Philadelphia CLU Chapter Elects 

Leonard E. Liss, a partner in S. 
George Levi & Co., has been elected 
president of Philadelphia CLU chap- 
ter. Other officers are: Anton F. Haas, 
Mutual of New York, vice-president; 
L. Kent Babcok Jr., Aetna Life, treas- 
urer; and Frederick J. Kiefner, Prov- 
ident Mutual Life, secretary. 


* 








Cyrus Hamlin in Training Job 

National Life of Vermont has ap- 
pointed Cyrus W. Hamlin assistant di- 
rector of agents’ training. An agent in 
the Beck agency at Buffalo for the 
past five years, Mr. Hamlin entered 
life insurance in 1946 after five years 
in aircraft engineering. 


Berkshire Sells Home 
Office Building 


Berkshire Life has sold its home of- 
fice building in downtown Pittsfield, 
Mass., in anticipation of construction 
of new headquarters on a 20-acre site 
nearly two miles away, opposite Pitts- 





field Country Club on the main routes 
to Boston and New York City. 

The company has taken a leaseback 
on the downtown building until Sept. 
1, 1959, when it is expected the new 
home office will be ready for occu- 
paney. 

The old home office, sold at a price 
greater than book value, was con- 
structed in 1869 but has been altered 
from time to time. An addition was 
built in 1927. 


Harold E. Ryan, Occidental Life of 
California agent at St. Marys, Kan., 
has been elected mayor. 

* 
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Not 1, But 2 Guaranteed Reductions in Premium... 
10% Reduction at End of First 10 Years. A Second 10% 
Reduction at End of 20 Years... OR, if the Policyholder 


wishes he may Continue the Original Premium and 


secure a Paid-Up Whole Life Policy... Ask the Man from 
Manhattan about this new Manhattan Life Policy that 


provides permanent protection at low net cost. 


Issued between Ages 10 to 70 
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Minimum face amount: $10,000 
Maximum: $100,000 
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All standard policies include without 
specific extra charge the Waiver of 
Premium feature, effective to age 60. 
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Report Good Results in 
Life Company Use of 


Electronic Computers 


CORONADO, CAL.—Favorable ex- 
perience by life companies with the ac- 
tual operation of electronic computers 
was reported before the meeting here 
of the Society of Actuaries by its com- 
mittee on these devices. 

A few years ago, the committee re- 
ported that suitable machinery had 
been developed to a point where com- 
panies could well consider its use. In 


its current report, members of the com- 
mittee described specific plans being 
developed for using electronic com- 
puters in connection with policy re- 
cords maintained on reels of magnetic 
tape (similar to those used on home 
tape recording machines). 

In this report the manner in which 
eight life companies are planning to use 
magnetic tape record keeping methods 
as substitutes for the present card file 
methods of maintaining policy informa- 
tion was discussed. By recording policy 
information on magnetic tape these 
companies expect to realize substantial 
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economies by consolidating informa- 
tion now spread over several separate 
card files and by using electronic com- 
puters to operate on the information. 

The committee, headed by Malvin E. 
Davis, Metropolitan Life, reported that 
one company has been using an elec- 
tronic computer capable of operating 
with information recorded in magnetic 
tape form for more than 10 months. 
Other life companies have arranged to 
acquire similar machines. That such 
machinery is satisfactory for day-to- 
day use in an insurance office can be 
regarded as virtually an established 
fact, he said. 

Several companies are developing 
the procedures necessary to operate 
with insurance files in magnetic tape 
form, the committee reported. At their 
current stage of development, these 
procedures indicate that life companies 
will be able to maintain in combined 
form on reels of magnetic tape policy 
information now recorded on from 10 
to 14 separate card files maintained in 
different departments. This would re- 
quire that policy service activities be 
centered in one place where the elec- 
tronic machinery necessary to deal 
with tape files would be located. 

The society plans to make the infor- 
mation collected by the committee 
available in published form. Copies 
may be purchased in the near future 
from the society’s office at 208 South 
LaSalle street, Chicago. Other members 
of the committee are W. P. Barber Jr., 
Connecticut Mutual; J. J. Finelli, Met- 
ropolitan Life; J. W. Ritchie, Sun Life 
of Canada; H. F. Rood, Lincoln Na- 
tional, and R. E. Slater, John Hancock. 


N. Y. Managers Have 
‘Gay Nineties’ Dinner 


NEW YORK—tThe New York City 
Life Managers Assn. concluded its 
all-day outing with a “gay nineties” 
dinner featuring beefsteak, beer and 
souvenirs appropriate to the period. 
George P. Shoemaker, Provident Mu- 
tual, president was toastmaster. Wal- 
ter W. Canner, Equitable of Iowa, 
and H. G. Henderson, Prudential, had 
charge of the awards. 

In the golf tournament, the low 
gross winner was Robert Hyatt, Con- 
necticut General, with Arthur Sulli- 
van, Fideltiy Mutual, runner-up. Low 
net was won by Burton J. Bookstaver, 
Security Mutual of New York, with 
Gilbert Austin, Aetna Life, runner-up. 
Arnold Siegel, Union Mutual Life, was 
general chairman of the outing com- 
mittee. 


John Formella, research analyst, F. 
R. Horner general agency of North- 
western Mutual, Madison, Wis., ad- 
dressed the Fort Atkinson Rotary club 
on estate planning. 








———— 


Tax Attorney Foresees 
Revenue Code Change 


in Indianapolis Talk 


A strong possibility that the new 
law eliminating premium-payment as 
a test of policy ownership will be 
changed shortly was _ foreseen by 
Robert Girk, Indianapolis tax attorney 
in an address before the May meeting 
of Indianapolis Life Underwriters 
Assn. 

“The elimination of the test opens 
up an excellent area for life insurance 
sales,” he declared; ‘and any time you 
get a good tax idea for selling life 
insurance, it almost inevitably results 
in a change in the law.” 

o * J 


Mr. Girk predicted the possibility 
of the law being changed so that the 
cash values will be included in the 
estate of the person who paid the 
premiums even if he had released al] 
incidence of control and avoided any 
reversionary interest. 

The speaker also advised trans- 
ferring funds to the wife under the 
present law so that if it is changed, she 
will have money to pay the premiums 
on policies given to her now. 

Mr. Girk spoke as a member of a 
three-man panel of Indianapolis tax 
attorneys. Also on the panel were 
Raymond Hilgedag and Milton Elrod. 

Mr. Elrod outlined procedure in 
making a gift of insurance to a grand- 
child that will avoid all question of 
future interest. The sale requires no 
consultation with lawyers or account- 
ants, he pointed out. It is a simple, 
straightforward sale that will show 
heavy tax savings in the grandfather’s 
estate. 


* s * 

Mr. Hilgedag suggested the use of 
an approach worded, “Are you famili- 
ar with section 303 of the new code?” 

Stop at that point and let the pros- 
pect talk, the speaker advised. If he 
finally admits he knows nothing about 
section 303, point out to him that it is 
one of the “relief” provisions in the 
new code. By proper use of it, he 
can get money out of his business for 
his family without excessive taxation. 

Section 303, Mr. Hilgedag reminded 
his audience, permits a family to sell 
part of the stock in a family corpora- 
tion back to the corporation at the 
death of the stockholder to raise mon- 
ey to pay estate taxes and administra- 
tion costs. “The section is deliberately 
intended to help preserve the family 
corporation,” Mr. Hilgedag reported, 
“but it is of no value to a business or 
a family unless it is properly funded 
with life insurance 
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The Critical Period 
for Mortgage Loans 


* The loss of the head of a household cannot be measured in terms of affection. 
3 But the cold logic of statistics proves that the 12 months after his death con- 
¢ stitute a critical period as to the very home itself. The family doesn’t know 
whether to keep or sell the house. The sudden reduction of income endangers 
¢ payments due—unless the head of the household, and the lender, were thought- 
2 ful enough to provide Old Republic Credit Life Insurance, covering the amount 
e of payments during the critical period. 


© The same period is a critical one for the lender. Individual and community 
$ good will accrue if credit life, accident and health protection was provided. 
e Unwarranted bad feeling can result if it was not. While the lender’s ultimate 
* security is not affected, the uncertainty, delays and time required for details 
° add up to an actual financial drain. If issuance of Old Republic's Critical 
© Period Plan is standard practice with every consumer loan, the dangers of the 
$ critical period may be largely eliminated. 
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during total disability, it is a step to- 
ward meeting a long-felt need for ade- 
quate statistics in that field. 

Problems with which companies may 
be confronted in contributing to such 
intercompany studies were discussed 
py B. J. Helphand, Pacific Mutual; W. 
v. B. Hart, Connecticut General; J. A. 
Singer, Prudential; J. F. MacLean, 
Bankers Life of Nebraska, and Mr. 
Thompson, It was the general consen- 
sus that special statistical punch card 
files will be required by participating 
companies to provide the necessary 
data. Special card files will permit the 
coding of occupational class, age at is- 
sue, sex, elimination periods and sim- 
ilar data which affect claim costs. 

A. L. Buckman, Beneficial Standard, 
pointed out the problems of excluding 
pre-existing illnesses where insured 
apply for increases in benefits on out- 
standing A & H policies, His company 
solved the problem by issuing an addi- 
tional policy for the increase in ben- 
efits. 

Shortcomings in relying on the tra- 
ditional ratio of claims to premiums as 
an experience index on individual A& 
H were discussed by J. J. Olsen, Pru- 
dential. He cited the failure of such 
ratios in comparing actual rates of 
morbidity with those assumed in pre- 
mium calculations, particularly where 
a level premium is charged for an in- 
creasing risk. 

WwW. A. Jenkins, Teachers I. & A, 
studied the 1954 committee report and 
concluded that the annual rates of 
mortality below age 80 have decreased 
less rapidly than predicted by projec- 
tion B of the A-1949 table. However 
above 80, the decrease in mortality has 
been more rapid than projection B. 
W. J. November. Equitable Society, 
pointed out that there is a definite 
downward slope in the mortality ratios 
related to the A-1949 table. This was 
not manifest in the ratios based on the 
1937 standard annuity table. L. H. Mc- 
Vity, Equitable Society, felt that the 
A-1949 table should be adopted as a 
minimum reserve basis. The present 
practice of having to prove that these 
reserves meet the minimum require- 
ment of some older table such as the 
1937 standard annuity table, seemed 
illogical. 


A company with a high proportion of 
young lives or new business would 
have adequate reserves based on the 
1937 standard annuity table, according 
to J. Vogel, Prudential. Such a compa- 
ny should consider using a modern 
table to provide more equitable rates 
and adequate reserves. J. C. Noback, 
Northwestern Mutual, has made studies 
which indicate that the projection 
Seales of Jenkins-Lew now appear to 
be out-of-date, The mortality is appar- 
ently out-stripping the improvements 
indicated by these projection factors. 
E. A. Lew, Metropolitan Life, con- 
cluded that, in so far as adequacy of 
annuity values is concerned, the most 
important factors are conservative pro- 
visions for future decreases in mortal- 
ity and fuller recognition of the more 
Prolonged and far reaching effects of 
mapary selection at the advanced 
ges. 

Mr. Pedoe expressed disagreement 
with the theory that the improvement 
'n mortality at the young ages will 
eventually slow up the improvements 
at the higher ages. He believed that 
people over 80 have learned better how 
to adjust their lives so as to live long- 
er, W. M. Anderson, North American 
Life of Canada, suggested varying the 


mortality basis for settlement options 
by year of birth of the insured rather 
than of the beneficiary. This means 
that each policy need have only one 
table of option values; he stated that 
any error introduced is not important. 

G. D. Shellard, Metropolitan Life, 
pointed out that there is a definite 
downward trend in mortality on pol- 
icies for large amounts. He also felt 
that the good mortality may be due to 
the present favorable economic condi- 
tions. R. L. Whaley, Prudential, ex- 
pressed the opinion that there has been 
no definite proof that mortality follows 
the economic trends. There are some 
other factors which may distort the re- 
sults such as management policy, un- 
derwriting practices, and improved se- 
lection methods. Therefore, the effect 
of a depression on mortality is specu- 
lative at best. 

G. E. Cannon, Standard of Oregon, 
stated his belief that economic condi- 
tions definitely have an effect on mor- 
tality. However, the chances of a de- 
pression in the future are considerably 


reduced over the past. Nevertheless, 
companies should build up contingency 
reserves to carry them through a de- 
pression if it should occur, since they 
might lose all of their present mortal- 
ity margins very quickly. 

Subjects in the fields of underwrit- 
ing, group insurance, printing facilities, 
machine accounting, and measures 
used to produce better persistency of 
new business were discussed at the 
smaller company forum which has be- 
come feature of the western springs 
meetings. 

In underwriting, special minimum- 
amount policies came in for consider- 
able comment. K. Kennedy, Provident 
Life of North Dakota; R. P. Walker, 
Wisconsin National; G. A. MacLean, 
Standard of Indiana, and Mr. Thomp- 
son, said increased volumes of business 
had been produced by the introduction 
of such special policies in their own 
companies. In all cases the usual pat- 
tern of confining the “specials” to a re- 
latively few plans was indicated. Mr. 
Thompson indicated that greater use of 
term insurance both in combination 
with the basic policies and in riders 
was used to produce desired results. 


Guardian Names Two 


New Agency Managers 


Guardian Life has appointed George 
L. Archer manager at Seattle and J. 
Kenneth Powell manager at Char- 
lotte, N. ; 

Mr. Archer is joining the company 
after five years as an agent in Ver- 
mont and as district manager of Gen- 
eral American in St. Louis. Mr. Powell 
entered insurance in 1954 and has been 
an agent in Charlotte for New York 
Life. 


Mutual of N. Y., May 
Business Up 53% 


New business of Mutual of New 
York increased 53% in May to set a 
record for the month. The average 
size policy was $6,814, a new high. 

The Richard E. Myer agency, New 
York City, led in sales in both May 
and the first five months of the year. 
Second for the month was Daniel P. 
Cahill’s New York City agency fol- 
lowed by R. Hodgkinson’s San 
Diego agency, Henry Persons, Chica- 
go, and John P. Meehan, Boston. For 
the year-to-date, James H. Lake, New 
Orleans was second, San Deigo, third, 
Chicago-Persons, fourth and Wilbur 
Hood, Portland, Ore., fifth. 
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Variable Annuity Alive Despite Setback 


The New Jersey legislature has re- 
cessed for the summer without acting 
on the three variable annuity bill: 
sought by Prudential. Yet this should 
not mislead anyone into thinking that 
the variable annuity concept has suf- 
fered any kind of real setback. 

It is true that as variable annuity 
bills failed in other legislatures, New 
Jersey was left as the last hope for 
1955 action and variable annuity advo- 
cates would have liked to see the New 
Jersey bills enacted before the recess. 
Nevertheless, there were several politi- 
cally hot issues before the New Jersey 
legislators demanding settlement be- 
fore the recess and it would have been 
politically extremely difficult, even if 
not impossible, for Prudential to have 
mustered enough support to get the 
bills through before the recess, in view 
of the opposition from some of the 
life insurance people and the securities 
interests and trust companies. 

There is one point about the vari- 
able annuity controversy in New Jer- 
sey that could be better understood 
than it is: There has been considerable 
comment about the fact that at the 
legislative hearing in Trenton, held by 
the assembly business affairs commit- 
tee, the support for the bills all came 
from the Prudential or its field people, 
while the opposition, in the life insur- 
ance ranks, came not only from rep- 
resentatives of Metropolitan Life, 
which is admittedly against issuance 
of variable annuities by life companies, 
but also from representatives of other 
life companies, There has been a tend- 
ency to imply that the field men were 
doing what their companies told them 
to rather than acting according to their 
own convictions. 

Nevertheless, short of convincing 
evidence that any field man was acting 
under home office orders, there is no 
reason to believe this happened. The 
attitude displayed by the field men 
was entirely consistent with enlighten- 
ed self-interest, quite aside from what 
the home offices of any of them would 
like to have them do. 

Consider the situation: Prudential is 
seeking legislation to permit it to issue 
a contract that even the leader of the 
variable annuity’s opponents in the 
New Jersey State Assn. of Life Un- 
derwriters concedes is a highly salable 
product. No other company domiciled 
in New Jersey has shown any interest 
in writing it. No company domiciled 
outside of New Jersey is in a position 
to write the variable annuity without 
legislation in its home state. Thus, if 
Prudential is successful in getting per- 
mission to write the variable annuity, 


its agents would have the jump on all 
competitors, at least so far as any evi- 
ence of interest among other New Jer- 
sey companies is concerned. It is hard- 
ly surprising that Prudential field men 
want to see their company placed in 
this additionally advantageous com- 
petitive position. 

On the other hand, what is the posi- 
tion of non-Prudential field men? If 
the Prudential bills go through, the 
companies other than Prudential will 
either have to get into the variable 
annuity camp or else pass up what 
appears to be lucrative market. It is 
hardly surprising that representatives 
of companies whose executives have 
taken a stand against issuing the vari- 
able annuity should not want to see a 
powerful competitor marketing it. In 
fact, since no company operating in 
New Jersey, with the exception of Pru- 
dential, has shown any interest in 
writing the variable annuity, it would 
have been surprising indeed if any 


non-Prudential agent or manager had 
raised his voice in favor of the variable 
annuity at the legislative hearing. 

Regardless of the need for marking 
time temporarily in New Jersey, it ap- 
pears from all the evidence that the 
variable annuity idea has caught on 
too widely to be stifled. If there is 
any question, it can only be whether 
it will be issued by life companies or 
by some other type of financial insti- 
tution. The long range inflationary 
pressures are so obvious and so great 
that any form of investment that does 
not take them into account is certain 
to be regarded more and more as being 
defective. Long-range financial plan- 
ing, whether individual or institutional, 
depends on the use of intelligence, 
judgment and experience. The attempt 
to substitute a standardized formula 
has the danger of ignoring factors that 
were not present or not important 
when the formula was devised. 

If we are going to have continued 
inflation then it is clearly desirable to 
take that into account in planning for 
the future. There are better ways of 
doing this than the use of the variable 
annuity but the harmful effects of in- 
flation cannot be offset by attempting 
to ignore them. 








PERSONAL SIDE OF THE BUSINESS 





Chairman Leroy A. Lincoln of 
Metropolitan Life received a doctor 
of civil laws degree from the Univer- 
sity of the South at Sewanee, Tenn. 
Speaking at the commencement, Mr. 
Lincoln urged the financial support of 
private higher education by American 
enterprise as “one way to insure prop- 
agation of our faith, our ideals, and 
our heritage.” 


Erwin W. Hahn, agency administra- 
tive assistant of Manhattan Life, has 
received a master of business admin- 
istration degree from New York Uni- 
versity. His graduate study was in 
the field of human relations, his thesis 
being on personnel practices in the 
life insurance industry in the United 
States. Mr. Hahn, a CLU, holds a B.S. 
degree in banking and finance from 
N.Y.U. and a business degree in in- 


Joseph R. Stewart, associate general 
counsel, Kansas City Life, has been 
named chairman of the 1956 Ameri- 
can Red Cross national fund campaign. 

Stewart was appointed by E. Rol- 
and Harriman, national Red Cross 
chairman, at the opening session of 
the Red Cross convention at Atlantic 
City June 13. 

Active in Red Cross for the last 
15 years, Stewart currently is a mem- 
ber of the Red Cross national board 
of governors: was chairman of the 
national Red Cross convention at 
Cleveland in 1952: chairman of the 
Kansas City-Jackson County Red 
Cross chapter in 1950 and 1951, and 


has been chairman of its disaster 
committee, chairman of the volunteer 
rescue group of the disaster committee 
of Kansas City, and later chairman of 
the Kansas City Civil Defense Plan- 
ning Council. 


George Ajitken, assistant general 
manager and comptroller of Great- 
West Life, has been named chairman 
of the national executive committee of 
Canadian Red Cross. 


Norman Dorminy, agent of Life of 
Georgia, was elected mayor of Fitz- 
gerald, Ga., to fill an unexpired term 
until Jan. 1, winning a four-man race 
by 27 votes. 


E. M. McConney, president of Bank- 
ers Life at Iowa, was awarded an hon- 
orary doctor of laws degree at Drake 
University commencement exercises 
held in Des Moines. Mr. McConney 
was also reelected to the Drake board 
of trustees executive committee. He 
had previously servd as chairman 
since 1953. 


Fred A. Schultz, personnel director 
of Unity Life & Accident Assn. of 
Syracuse, has been elected national 
vice-president and executive commit- 
tee member of National Office Man- 
agement Assn. 


Commissioner Joseph A. Navarre of 
Michigan is playing host at Detroit 
June 16 to Thomas Pansing, Nebraska 
commissioner, who is visiting the 
Michigan metropolis in connection 
with the Young Republicans’ conven- 


tion there. Commissioner Navarre, 
who incidentally is a Democrat, jg 
giving a luncheon for his guest at the 
Detroit club, with representatives of 
Michigan companies licensed in Ne. 
braska attending. 


Leonard H. Savage, president of 
Standard Life & Accident of Okla. 
homa, has been named to a seven-year 
term as a member of the board of 
University of Oklahoma. Mr. Savage 
served as assistant insurance commis. 
sioner for Oklahoma from 1930 to 
1934. 


Leon Irwin Jr., general agent for 
John Hancock at New Orleans, has 
been elected to the Tulane University 
board of adminstrators. 


Powell B. McHaney, president of 
General American Life, was presented 
an honorary doctor of laws degree by 
Washington University at commence- 
ment exercises in St. Louis. 


Ruth M. McGowan of New York 
Life was awarded a prize by the Al- 
bert G. Borden Memorial Fund for 
being the top student in the principles 
of life insurance course in the school 
of insurance of Insurance Society of 
New York. She received the prize at 
closing exercises. 


Dr. Milton H. Clifford, associate 
medical director of New England Mu- 
tual Life, delivered a paper on stom- 
ach surgery at the fifth international 
congress of life insurance medicine at 
Aix-les-Bains, France. 


Chester O. Fischer, vice-president 
of Massachusetts Mutual Life, has been 
renamed to the government expendi- 
tures committee of U. S. Chamber of 
Commerce. 


Leroy A. Lincoln, chairman of 

Metropolitan Life, has been elected 
a vice-chairman of New York chapter 
of American Red Cross. 
..William J. Haggarty, Washington, 
D. C. manager of Occidental of Cali- 
fornia, has been elected president of 
United Community Services there. He 
is a former president, vice-president 
and secretary of District of Columbia 
Insurance General Agents & Manag- 
ers Assn. 


Leland J Kalmbach, president of 
Massachusetts Mutual, has been nam- 
ed a director of the development coun- 
cil of University of Michigan. 


DEATHS 


R. ELMO LEWIS, 48, regional man- 
ager of Home Security Life of North 
Carolina, died in a Spruce Pine, N.C, 
hospital after an illness of several 
months. 


CHARLES W .REGAN, 53, agent at 
Parsons, Kan., for the Northwestern 
Mutual Life died in Mercy hospital 
there. He had been ill for two months 
and recently underwent an operation. 
He went into the insurance business 
in Parsons in 1931. He was with Pru- 
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dential for several years before join- 
ing Northwestern Mutual. 

DOUGLAS P. MORRIS, 52, reinsur- 
ance secretary for 
Security L. & A. 
of Colorado, whose 
death was report- 
ed last week for 
many years was 
prominent in ac- 
tuarial circles. He 
started in insur- 
ance in 1925 and 
for 21 years was 
with London Life. 

g . He went with 
Douglas P. Morris Home Security 
Life of North Carolina in 1946 and 
two years later joined John Hancock 
gs an associate actuary, advancing 
to 2nd vice-president in 1953. Shortly 
after that he moved west for reasons 
of health and was appointed reinsur- 
ance secretary for Security L. & A. 


ARTHUR F. G. GEMMER, treasur- 
er and director of Empire Life & Ac- 
cident, with the company 36 years, 
died. 

CARL WARREN, 43, district man- 
ager of Cosmopolitan Life at Chat- 
tanooga, died there. 

MRS. FRANK MATRE, 60, died at 
St. Francis hospital, Evanston, IIl., 
after a long illness. She was the wife 
of Frank Matre, western sales man- 
ager at Chicago for Alfred M. Best Co. 

Mrs. Matre’s father operated the 
Hannauer agency at St. Louis, and 
her son-in-law, Charles Woodward, is 
with Newhouse & Hawley at Chicago. 

CHARLES W. CHAMBOSSE, 72, re- 
tired assistant manager of Prudential’s 
Los Angeles mortgage loan depart- 
ment, died at his home there. He was 
with the company for a number of 
years, retiring in 1947. 


Need Notify Only Bank 
in Cancelling Group 
Credit Life Policy 


When a bank’s credit life insurer 
cancels insurance on a borrower be- 
fore the 30-day cancellation period 
has lapsed, the insurer is not liable 
for the debt even though it did not 
notify the borrower of the cancella- 
tion, Gerogia court of appeals held 
in Southern Life of Georgia vs Citi- 
zens Bank of Nashville, etc; Citizens 
Bank of Nashville, etc. vs Southern 
Life of Georgia (CCH 2, life 2nd.) 

The bank lent $2,500 to J. Frank 
Mathews, and notified Southern Life 
of Georgia, which wrote the bank’s 
credit life policies, of the loan on the 
registration sheet listing its debtors. 
Within the 30-day cancellation period, 
insurer notified the bank that Mr. 
Mathews was uninsurable and the pol- 
icy was cancelled. The bank brought 
the action for the use and benefit of 
Mrs. Annie Laurie Mathews, tempor- 
ary administratrix of the estate of 
Mr. Mathews, who died before the 
hote came due. The bank argued that 
the policy was not cancelled in strict 
compliance with its terms, but the 
court held that the bank had previous- 
ly accepted the method of cancella- 
tion and this constituted a waiver of 
any strict compliance with the terms 
of the policy and estopped the bank 
from complaining on this ground. 

Also under question was the right 
of the bank to bring suit against the 
Insurer. The court held that the bank 
was the party in privity to the con- 
tract and had a legal interest in it, it 
was the real plaintiff and it was not 
error to urge the defense of estovpel 
In prejudice to Mr. Mathews’ widow 
for whom the action was brought, or 
to overrule the bank’s objections, on 
the ground that no notice of cancella- 
10n was given Mr. Mathews, to the in- 
surer’s stipulation of facts asserting 
the contract was not binding. 











Okla. City CLUs Elect, 
R. W. Dozier Speaker 


“Life insurance companies give very 
little help in the record keeping and 
accounting necessary to a smooth op- 
eration of a pension trust plan,” Rus- 
sell W. Dozier, Massachusetts Mutual, 
Oklahoma City, told the local CLU 
chapter there at a recent meeting. Mr. 
Dozier, a CLU and with his present 
company at Oklahoma City since 1921, 
and for 22 years a member of the Mil- 
lion Dollar Round Table, said during 
his early years in the business he made 
over 400 separate audits of personal 
insurance policies and has reworked 
them from time to time since 1927. 

These audits led to salary savings 
sales and many pension plans. “Every 
joint contributory salary savings plan 
which I have started is still on the 
books and some of them go back to 
1932,” he said. “The policies are small 
but can be written at a profit when an 
employer will provide a room and 
send the employes to the life under- 
writer at 15 minute intervals.” 

Mr. Dozier keeps complete records 
of each year’s operations of the trusts 
which he has placed on the books, and 
an exact record of each employe’s con- 
tributions, annual salary, and divi- 
dends and cash value of his policies. 
He said the companies do not have uni- 
form methods of accounting for pen- 
sion plans, most of them issuing a pol- 
icy card only. “It is essential to the 
welfare of the pension business that 
the underwriting agent develop an 
adequate system for accounting and 
keeping the accounting up-to-date on 
each plan which he writes.” 

Officers elected were: president, 
Michael P. Massad, general agent Con- 
necticut Mutual; 1st vice-president, 
Malcolm C. White, general agent, Pa- 
cific Mutual; 2nd_ vice-president, 
Charles R. Warren, Massachusetts Mu- 
tual; treasurer, Howard O. Price, 
Metropolitan Life, and secretary, Al- 
len B. Johnson, Equitable Life of 
Iowa. 


Wins Top Suggestion 


Award of John Hancock 


Kathleen Cunningham of John Han- 
cock’s monthly policy department, has 
been award $250 for a suggestion she 
made involving the machine handling 
of key punch work cards. This is the 
second time she has received the com- 
pany’s suggestion system top award. 
Thirty other John Hancock employes 
received suggestion awards ranging 
from $10 to $200 this month. Since the 
system was inaugurated in 1949, em- 
ployes have received more than $26,- 
000 in awards. 











Sixty-First Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $194,000,000 to 
Policyowners ‘and Beneficiaries 
since organization September 5, 
1894... .The Company also holds 
over $84,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance 
in force is approximately $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities— 
with liberal contract, and up-to- 
date training and service facilities 
for those qualified. 


* * * 


THE STATE LIFE 
INSURANCE COMPANY | 


Indianapolis, Indiana 
e 
MUTUAL LEGAL RESERVE FOUNDED 1894 
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WANT ADS 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested to 
make payment in advance. 
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RESPONSIBLE POSITION FOR 
EXPERIENCED CLAIM MAN 


A man with experience and ability in life-accident- earned substantial recognition in his present con- 
health claim work may find the opportunity to nection. He will be employed by a progressive 
better his situation (which, probably, is already company which has been doing business since be- 
good) with an established Life-Accident-Health fore the turn of the century and which operates 
company. on a national scale. He will have the opportunity 
: ‘ : to enroll in an excellent group insurance program 
To meet the requirements, this man will be and one of the best retirement plans to be found 
about 35 years of age and will have a good educa- in any company. 


tional background (law graduate desirable but not 
essential). He will have a number of years of 
experience in Home Office or Home Office and 
Field operations—including supervision of claim 


If you feel qualified we would like to hear from 
you. Give full details in your first letter, which 
will be held in strict confidence. All correspond- 
ence will be acknowledged, and personal inter- 


eee. views will be arranged with the best qualified men. 
The salary will be attractive even though he has Write to: 
BOX F-31 
THE NATIONAL UNDERWRITER 
175 W. Jackson Blvd. Chicago 4, Ill. 








ACTUARIAL OPPORTUNITY 


Strong, medium sized eastern company has open- 


DIRECTOR OF TRAINING 
ing for a man who has Associateship standing 


A progressive eastern life insurance company with over a in tha Aahoasiad Unahibe-ar wae tas saene tees 
billion dollars of life insurance in force and branch offices in © ett Goemerte tidied kann 
more than sixty principal cities has an attractive opening Ser te xe en ae coe ee 
for a Director of Training. Applicant should have successful tunene sunaeeee Un ax ees Gee 


experience in personal production and management work. penis al Neath lat eee, 
Preferably, he should be between 35 and 40 years old and fi ---~  } aaaataalaca 
capable of organizing and directing a complete training + 


program for agents and managers. 175 W. Jackson Blvd., Chicago 4, Ill. 











This is an excellent position for the right man and there are 
unlimited opportunities for advancement. Replies will be held 
confidential. Write, giving complete background and experi- 





ence to Box F-46, The National Underwriter Company, 175 W. ACTUARY 


Jackson Bivd., Chicago 4, Illinois. Excellent opportunity for young Actuary, either 
Associate or Fellow, with progressive, nationally- 
known firm of Actuaries and Consultants. Wide 











range of activities. Unusually attractive working 
environment in Suburban area. Write F-53, The 
National Underwriter Co., 175 W. Jackson Bivd., 


AGENCY DIRECTOR WANTED Chicago 4, Ill. 











Solid and growing 50 year old mid-western company wants a capable, aggressive 
man, to assume top Agency Manag + responsibility in its home office. Our 
present A & H Income is substantial. Life in Force is modest enough to present a 
challenging opportunity, but large enough to provide a substantial future for a 








capable man, expanding existing A&H organization and building additional ASSISTANT ACCIDENT AND HEALTH UNDERWRITER 
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Indianapolis Managers’ 
Panel Draws Record Crowd 


Because the life insurance agent jg 
being constantly “de-trained” on ey, 
call by meeting negative attitudes, he 
needs the organized stimulation of 
agency contests and campaigns, 
Patterson, general agent, Penn Mu 
Life, Indianapolis, told members of the 
general agents and managers associa. 
tion of that city at a recent meeting, 

Mr. Patterson was moderator of g 
panel on contests and individual moti. 
vation which drew one of the associa. 
tion’s largest attendances of the year, 
Panel members were Guy Morrison, 
general agent, Northwestern Mutual: 
Fitzhugh Traylor, manager, Equitable 
Society, and Hastings A. Smith, gener. 
al agent, New England Mutual. Al 
are of Indianapolis and all are CLUs, 

Mr. Morrison said he does not use 
contests but concentrates on individua] 
motivation. The primary purpose of 
his motivation efforts is to help each 
man reach whatever that man’s per. 
sonal concept of success is. Each man 
in the agency is required annually to 
reduce that concept to writing, 
it with the general agent, and then lay 
down specific plans for achieving it, 

On the other hand, Mr. Traylor re. 
ported he uses contests constantly, and 
even “contests within contests,” spend- 
ing annually $49,000 on all forms of 
contests and individual motivation. He 
urged that company campaigns always 
be personalized by the individual 
agency. Contest rules in his agency 
are set by a committee; and when 
the agency participates in a company 
contest, the committee adds additional 
local qualification rules and prizes. 


@ e . 

Mr. Smith gave the specific details 
of his annual summer contest, which 
qualifies winners for a summer agency 
meeting at an Indiana lake resort. The 
contests average a cost of §0 cents per 
$1,000 business produced during the 
contest period. 

Hilbert Rust of R & R, chairman of 
the annual Mid-West Management 
Conference sponsored by the Indiana- 
polis association, reported that one of 
the features of the meeting this Oct. 
20-22 will be a panel presentation by 
Charles Gaines of Southern Methodist 
Institute and Hal Nutt of the Purdue 
Institute of the most important training 
facts and rules developed in the work 
of the two _ schools during their 
existence. 


Cottrell Joins Franklin 


as Manager for Arkansas 


Jack L. Cottrell has been appointed 
kansas manager 
for Franklin Life, 
with headquarters 
at Little Rock. 
Mr. Cottrell in- 
itially joined 
Franklin as claims 
director in 1941, 
holding that post 
until 1948 when 














Ordinary Life Agencies. Write fully and in complete confidence, about your Rapidly growing ively accident and health he went to Mon- 
qualifications. dent yA 4 ay Bey i roe, La., as gener- 
TO: #F-55, expansion to head one of the underwriting depart- al agent. In 1952 
THE NATIONAL UNDERWRITER co avernee. Our om lopens know ot ef ‘Send he went with Na- 
“" complete information on self and experience to tional Equity Life 
175 W. JACKSON BLVD., CHICAGO 4, ILL. Whiter’ Co.'99 Joba Bt. New York 36, N. Yo Jack L. Cottrell as superintendent 

of agencies. 

SALES PROMOTION ASSISTANT Ww ANTED 


We have an immediate opening for a young man between 25 and 35 years 
of age to be Assistant Director of Sales Promotion. Our company is one 
of the top fifty life insurance companies in the United States and our 
Home Office is located on the eastern seaboard. 

Applicants should have experience in both field and sales promotional 
work. Salary will be commensurate with ability and there will be ample 
opportunity for advancement. All replies will be held in strict confidence 
and no attempt will be made to contact employer without applicant's 
permission. 

Write, giving complete background to Box F-47, The National Under- 
writer Company, 175 W. Jackson Blvd., Chicago 4, Ill. 








Superintendent of Life Insurance Agents 


New life insurance company now being formed with capital and surplus 
of $500,000. Home office to be in Joplin, Mo. Excellent opportunity for good 
personal producer who has proven ability to recruit and train agents. 
Remuneration open. When replying give complete business and educational 
background, present annual income, age, marital status and other pertinent 
information. Replies will be held in strict confidence. 


WILLIAM R. THURSTON 
WILLIAM R. THURSTON & ASSOCIATES 
BOX 198, JOPLIN, MO. 
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Convention Dates 


PE en 

June 23-25, Texas Assn. of Life Underwriters, 
annual, Texas hotel, Fort Worth. 

June 24, Texas General Agent & Managers 
Conference, Texas hotel, Fort Worth. 

June 24-25, Georgia Assn. of Life Underwriters, 
annual, Hotel Dempsey, Macon. 

June 27-29, American Life Convention medical 
section, The Homestead hotel, Hot Springs, 





a. 

po 27-30, Million Dollar Round Table, an- 
nual, Greenbrier hotel, White Sulphur 
Springs, W. Va. 

July 7-9, International Assn. 
Counsel, annual, Hotel 
Coronado, Cal. 

Aug. 2-5. National Insurance Assn., 
Hollenden hotel, Cleveland. 

Aug. 17-20. Federation of Insurance Counsel, 
annual, Sheraton Park hotel, Washington, 
D.C. 

Aug. 21, American Bar Assn., insurance law 
section, annual, Philadelphia. 

Aug. 22-26, National Assn. of Life Underwrit- 
ers, annual, Jefferson hotel, St. Louis. 

Aug. 25-28, Texas Life Convention, annual, Na- 
cional hotel, Havana, Cuba. 

Sept. 5-7, International Federation of Com- 
mercial Travelers Insurance Org., annual, 
Sun Valley Lodge, Sun Valley, Ida. 

Sept. 14-16, Life Insurance Advertisers Assn., 
annual, Essex House, New York City. 

Sept. 26-28, Bureau of A&H Underwriters, an- 
nual, Mount Washington hotel, Bretton 
Woods, N. H. 

Sept. 26-28, National Fraternal Congress of 
America, annual, Royal York hotel, Toronto, 
Ontario. 

Sept. 26-28, Life Office Management Assn., an- 
nual, Edgewater Beach hotel, Chicago. 

Sept. 29-30, Michigan General Agents & Man- 
agers Conference, Michigan State college, 
East Lansing. 

Oct. 5-7, Society of Actuaries, annual, Shera- 
ton-Mount Royal hotel, Montreal, Quebec. 
Oct. 6-7, Eastern General Agents & Managers 

Conference, Harrisburg, Pa. 

Oct. 11-14, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. 

Oct. 19-21, Assn. of Life Ins. Medical Direc- 
tors, Statler hotel, New York City. 

Oct. 20-21, Atlantic alumni of LIAMA 
schools, Rye, N. Y. 

Oct. 20-23, Mid-west General Agents & Man- 
agers Conference, French Lick, Ind. 

Oct. 26-28, Institute of Home Office Under- 
writers, Kentucky hotel, Louisville. 

Oct. 26-28, American Management Assn., In- 
surance Conference, Palmer House, Chicago. 

Oct. 27, Northern California General Agents 
& Managers Conference, Berkeley. 

Nov. 4-5, Southwest General Agents & Mana- 
gers Conference, Dallas. 

Nov. 7-11, Life Insurance Agency Manage- 
ment Assn., annual, Edgewater Beach hotel, 
Chicago. 

Nov. 19-20, Pennsylvania Assn. of Life Under- 
writers, George Washington hotel, Washing- 
ton. 

Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, midyear, Commodore hotel. 
New York City. 

Dec. 11-12, Assn. of Life Insurance Counsel. 
winter meeting, Waldorf-Astoria hotel, New 
York City. 

Dec. 14-15, Life Insurance Assn. of America, 
yoga Waldorf-Astoria hotel, New York 

y. 


of Insurance 
del Coronado, 


annual, 


Ranni to Brokerage Post 

James G. Ranni Jr. has joined the 
Ranni agency ef Manhattan Life in 
Miami as brokerage supervisor. Before 
entering the air force five years ago, 
Mr. Ranni was with the Ranni agency 
in New York City. His father, James 
G. Ranni, is general agent in New York 
City and Miami. 


Columbus Agency Sets New High 


The Columbus agency of Ohio State 
Life, headed by Wayne L. Lewis as 
general agent, produced in May the 
largest volume of business ever re- 
corded in any one month in the history 
of the company. Lewis J. Lemley was 
the leading individual producer, both 
volume and number of lives. 





Indianapolis Life Tops 
$6 Million for President 


Indianapolis Life field men exceeded 
their May goal of $6 million with a 
record breaking volume of business to 
honor President Walter H. Huehl dur- 
ing the company’s golden anniversary. 

The Nate Kaufman agency, Shelby- 
ville, Ind., topped the million dollar 
mark in examined business, the first 
time a company agency has reached 
that mark during president’s month. 
Mr. Kaufman, leading producer in 10 
of the past 11 years, won the Walter H. 
Huehl award for the sixth consecutive 
year with $830,000 in applications. 


Named by Mutual Trust 


Mutual Trust 
Life has appointed 
John P. Grissinger 
general agent, ef- 
fective June 15, of 
a new agency at 
Harrisburg, Pa. 
His office will be 
at 30 Short street. 

Mr. Grissinger 
has been with 
New England Mu- 
tual’s Harrisburg 
agency since 1951. 








J. P. Grissinger 


Insuromedic Buys Building 

Insuromedic Life has purchased from 
Southland Life the 12-story building at 
Dallas formerly known as the Reserve 
Loan Life building. The sale price for 
the building, located at North Ervay 
and Federal streets, is said to be more 
than $3 million. 

Insuromedic contemplates making 
several improveuents in the building 
and will make it its permanent home 
office. The company’s former location 
on Bryant street has been sold for cash 
to an unannounced purchaser. Insuro- 
medic has capital and surplus of more 
than $1.5 million. 


Hancock Fetes Blood Donors 

Thirty new members of Gallon Blood 
Donor club of John Hancock’s War 
Veterans Assn. were honored at a din- 
ner-dance at the home office. Lt. Gov. 
Whittier of Massachusetts, President 
Paul F. Clark, Executive Vice-presi- 
dent Byron K. Elliott and 2nd Vice- 
president John L. McCrea attended. 
The program was supervised by Robert 
E. Slater, vice-president and controller, 
and Charles A. Connor. The club has 
175 members. 


Eases War, Aviation Rules 


General American Life has signifi- 
cantly increased amounts of insurance 
which can be written without war and 
aviation risk exclusion provisions and 
has made substantial rate reductions for 
most classes of risks. 

Larger amounts can now be written 
without such provisions for commis- 
sioned and non-commissioned officers, 
including those in submarine service. 
Rates for military pilots and student 
pilots now will be based on age rather 
than number of solo hours experience. 

Waiver of premium and additional 
indemnity will for the first time be 
available in most cases. 


75 Attend 133rd LIAMA School 

Seventy-five field managers and 
home office executives of 35 ordinary 
member companies attended LIAMA’s 
133rd agency management school in 
Chicago. 





LONG TERM BANK LOANS 
ARRANGED ON VESTED 
RENEWAL CONTRACTS 
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340 Pine Street, San Francisco 4, Calitornia 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 











KANSAS CITY LIFE INSURANCE CO. 








This is the third of a series of advertisements 
about Kansas City — and Kansas City Life. 


Plain Talk Yrom Kansas City 


Out in Kansas the combines are rolling. From sunrise to sunset — and even after 
darkness — there’s activity in the fields. Every morning the farmers look sharply at 
the sky. “Is it going to rain?” And they work, work. 


Then the harvest is over and the grain is moving to market — by train and truck — 
from the wheat fields it goes to the Kansas City market. 


* * * * 


There’s something “special” about Kansas City — something fine — that makes it a 
good market for the Kansas farmer. It’s a friendly spirit that’s as sincere as the firm 
clasp of a hand 


There’s something “special” about Kansas City Life Insurance Company, too. Some- 
thing fine! It’s this same Kansas City spirit. Because we’re close to the Heart of 
America we are specially sensitive to America’s life insurance wants. Our location 
is a great advantage to us in giving service to every section of the country. 














THE DEL CORONADO} . 
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SOME VERY 
PLEASANT 
PLANNING! 


Qualified producers for Pacific 
National are planning for conven- 
tions at the Del Coronado in San 
Diego in 1955 and Hawaii in 
1956. Of course, all Pacific Na- 
tional agents enjoy a non-contri- 
butory pension plan and top com- 
mission contracts in representing 
Pacific National Life Assurance Co. 
- HOW ABOUT YOU? if inter- 

ested, write Kenneth W. Cring 
about the excellent agency open- 
ings with... 


‘ HAWAII, 195 


411 EAST SOUTH TEMPLE + = SALT LAKE CITY, UTAH 
RAY H. PETERSON, PRESIDENT °K. W. CRING, V.P. & SUPT. OF AGENCIES } 
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Eichenberger is G. A. 


for Colonial at Mineola 


Colonial Life has appointed Richard 

.  D. Eichenberger 
general agent in 
Nassau county, N. 
Y., with offices in 
Mineola. 

Mr. Eichenberg- 
er was chief of 
service in Veter- 
ans Administra- 
tion rehabilitation 
work before he 
entered life insur- 
ance sales and 
management sev- 
eral years ago. He 
has been assistant 
manager of the 
Tracy agency of Prudential in New 
York City. He is a member of profes- 
sional organizations and is guest lec- 
turer on life inurance at City College 
of New York. 


CLUs in Kansas City Elect 


John J. Foster, Northwestern Mutual 
Life, has been elected president of 
Kansas City CLU chapter. James M. 
Taylor, Equitable Society, is vice- 
president and Claude Cochrane, Gen- 
ral American Life, secretary. 


Richard D. Eichenberger 
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Two Michigan Department 
Examiners Are Robbed 


LANSING, MICH.—Edward Em. 
bach of the Michigan examiner staf 
suffered minor injuries recently, ac. 
cording to word reaching the depart. 
ment offices, when he was set upon by 
two would-be robbers in Richmond 
Va., where he has been on an exam. 
ination assignment. 

Mr. Embach was reported to haye 
snatched back his billfold after the 
men had taken it but they shattereg 
his spectacles and his suit was ruined 
in the scuffle with the thugs. He was 
so bruised and cut in the rough-and. 
tumble battle that he was unable ty 
work for three days. 

By coincidence, another department 
examiner, George Naglich, was also an 
intended victim of thieves when his 
car was broken into in Chicago. The 
robbers obtained no loot, according to 
reports. 





New business in April of Guaran. 
tee Mutual Life exceeded that of April 
a year ago by 32%. The company has 
had a gain for each month of 1955 
Leading agent was H. G. Spearow, Sid- 
ney, Neb., and the Novara agency at 
Detroit led all agencies. 








UNION NATIONAL 













with a 
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CAREER 
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business has never been better. 


Last year their volume of sales reached a record high. 
Amount of insurance in force climbed to $661 million and 


resources to $76 million. 


Such achievements not only reflect the rapid growth of the 
region Liberty Life serves and the public’s confidence in the 
company. They also show the unusual opportunities which exist 


today for Liberty Life representatives. 





LIBERTY LIFE 


INSURANCE COMPANY 
Greenville, South Carolina 
Financial Freedom For The Family 


V2 / SUCCESSFUL 


fingertips 


Liberty Life representatives have never been busier—and their 
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plan to 
fit the man 





is Bankers Life of Nebraska’s top 
line of Annuity policies. With 
complete Annuity plans, Bankers 
Life salesmen are equipped to 

set the pace. 

With Bankers Life Annuities the man 
who invests need never worry with 
reinvestment problems. Bankers 
Life’s complete Annuity plans providn 
the answer to every man’s invest- 
ment in future living. 


naw Bankers Life 
‘23222%5' Of Nebraska 


HOME OFFICE @ LINCOLN 
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Ohio National Names 


Coutret General Agent 


Henry C. Coutret has been appointed 
general agent for Ohio National Life 
at Corpus Christi 
where he will 
share new and en- 
larged office quar- 
ters with Gener- 
al Agent J. H. 
Russell. 

Mr. Coutret had 
been manager of 
the recently dis- 
continued Texas- 
New Mexico divi- 
sion with offices at 
San Antonio. He 
joined Ohio Na- 
tional as a general 
agent in 1944 af- 
ter ten years as an independent pro- 
ducer and agency manager in Corpus 
Christi. 


N. C. ASH Men Elect 


John Moran of Wilmington, N. C. 
was elected president of North Caro- 
lina A&H Insurance Agents Assn. at 
the annual meeting at Winston Salem, 
succeeding W. H. Hurley of Charlotte, 
who became chairman. Other officers 
are J. E. Richey of Charlotte, vice- 
president, Guy Davis of Wilmington, 
secretary, and George Richardson of 
Winston-Salem and William Girander 
of Charlotte, board members. 





Henry C. Coutret 








Saunders in New Post 


Earl Saunders has joined Guarantee 
Mutual Life as assistant superintend- 
ent of agencies. 

Mr. Saunders has had 16 years of 
field and management experience with 
Provident Life of North Dakota. He is 
a graduate of LIAMA schools. 


Boosts Dividends 16% 


General American Life is increasing 
its dividend scale, effective July 1. The 
new scale, representing an average 
16% increase, does not apply uniformly. 








454 Conn. Mutual Agents 
Have a Million in Force 

Connecticut Mutual Life has 454 
active full-time agents and first-line 
brokers with more than $1 million in 
force each with the company on Jan. 
1, compared to the 155 agents and 
brokers who had $1 million apiece in 
1945. Of the new total, 177 are over 
the $244 million mark and 43 have at 
least $5 million in force. 





Holds School tor Supervisors 

Pacific Mutual Life is holding a 
school for supervisors at Pasadena, 
June 13-24. Those participating are 
men recently appointed as supervisors. 

James F. Swanstrom, manager of 
management training, is in charge of 
the program, assisted by the agency 
training staff. 





CLU’s in Waco Organize 

Officers of the newly formed Waco 
(Tex.) CLU chapter are Julian K. 
Moore, Southwestern Life, president; 
Lucian Willoughby, Prudential, vice- 
president, and Paul Needham, Amicable 
Life, secretary. 





New Jefferson National Marks 
May sales established a record for 
Jefferson National Life. The $3,371,530 
of life insurance and $21,502 of A&H 
premium income also set a new month- 
ly high for the year as the company 
celebrated its 16th anniversary. 


Fort Wayne CLUs Elect Hostetter 

Fort Wayne CLU chapter has elected 
David Hostetter, American United Life, 
President; Robert L. Punsky, Equitable 
Society, vice-president, and Jack 
Rawles, Reliance Life, secretary-treas- 
urer. Clare Rood, American States, is 
retiring president. 








Prudential Names Three 
To Nebraska Posts 


Robert H. Wise, former training con- 
sultant for Prudential at Newark, 
has been promoted to district manager 
at Lincoln, Neb. He suceeds Hjalmar 
F. Hillman, who was named manager 
of the company’s Packers office at 
Omaha. 

Francis N. Kokesch, who joined 
Prudential at Lincoln in 1946, was 
promoted to staff manager under Mr. 
Wise. 

Mr. Wise joined Prudential at Min- 
neapolis in 1947, was promoted to 
staff manager at Omaha in 1951 and to 
training consultant in 1953. 


To Manage American 
Health Agency in Conn. 


American Health of Baltimore has 
appointed John H. Thompson regional 
manager at Hartford. Far several 
years he has been a partner of Dennis- 
ton & Thompson, general agency at 
Hartford. He is a past president of 
Hartford Assn. of A&H Underwriters 
and is presently chairman of the ex- 
ecutive board. 











{| ACTUARIES Hl 


CALIFORNIA IND. & NEB. 


COATES, HERFURTH & Haight, Davis & Haight, Inc. 
ENGLAND Consulting Actuaries 

Consulting Actuaries ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 


























San Francisco Denver Los Angeles 




















MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











GA. VA.-N.Y. 


BOWLES, ANDREWS «& 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 


Richmond ¢ New York 




















Atlanta ° 

















NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 





ILLINOIS 


CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 


Equiowa Extends Record Skein 

Equitable Life of Iowa last month 
registered its greatest May production 
with a paid total of $10,893,939. This 
continued the succession of paid gains 
each month during 1955, in which the 
largest January, February, March, 
April and May in history were re- 
corded. May production showed an in- 
crease of 30.6% over the same month 
in 1954, and brought the five-month 
total to $59,458,752, a gain of 14.4%. 

The Fred A. Smart agency in Detroit 
led all agencies during May. 


























OKLAHOMA 


W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 

















Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 
Harry S. Tressel, M.A.1.A. W. P. Kelly 





Expands Agency Service in Hawaii 




















Raymond Y. C. Ho has been named || m. Wolfman, F.S.A. A. Selwood 
manager of the new estate planning || M- A. Moscovitch, A.S.A. M. Kazakoft 





department of the Gordon Tanioka 
agency of America Mutual Life of 
Iowa in Hawaii. Agency headquarters 
are at Honolulu. 





PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 











CHASE CONOVER & CO. 


Norman J. Levine has joined the : ; 
Consulting Actuaries 


Parsons-Monroe agency of Mutual 











Benefit Life at Chicago. He has been and Insurance Accountants ASSOCIATE 
in the general brokerage business and Telephone WAbash 2-3575 E. P. Higgins 
before that was with United of Chi- || 332s, Michigan Ave. Cina THE BOURSE PHILADELPHIA 
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CONRACHCE:. Maccabees Agent, 
Robert O. Shepler, Field Director. There are excellent oppor. 
id advancement in many territories of the United..§ 
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ee - 
MACCABEES 
The Maccabees Building « Detroit 2, Michigan 
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Offices in principal cities of the United States and Canada 
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NO ROOM CHARGE FOR 
CHILDREN UNDER 14 
WHEN REGISTERED 
WITH AN ADULT. 
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they all know the best place in Cleveland 


Hotel Cleveland, sir?” 


Whether you arrive by train, plane or car, 
the friendliest place to stay is Hotel Cleveland, 
in the heart of the city . .. directly 

connected with Union Passenger Terminal. 





SONNABEND OPERATED HOTELS 
Distinguished American Landmarks 
CHICAGO: Edgewater Beach Hotel 
BOSTON: Hotel Somerset 

NEW YORK CITY: Ritz Tower Hotel 
CLEVELAND: Hotel Cleveland 
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Mich. Department Budget 


Hiked, Navarre Gets Raise 


LANSING, MICH.—The Michigan 
department’s budget for the coming 
fiscal year, as fixed by the recently 
adjourned legislature, is_ slightly 
higher than that for the current year. 

Provision is made for an increase in 
salary of Commissioner Joseph A. 
Navarre from $9,000 to $10,500 and 
the grant for personal services gener- 
ally is boosted sufficiently to permit 
adding a new field investigator in the 
agency division. The amount allowed 
for this is $4,283 in basic salary plus 
$1,200 travel expense. 

It was noted by department authori- 
ties that the over-all increase of some- 
thing less than $12,000 to a total of 
$426,700, including the revolving fund 
for conduct of company examinations, 
will be partly absorbed by step salary 
raises for personnel under the civil 
service system. 

It is hoped to obtain further financ- 
ing by next year to take care of the 
expense incident to placing life and 
A & H agents under the qualification 
law. The law does not become effec- 
tive until Oct. 1, 1956. 

The new budget provides for 69 
positions in the department, including 
the 17 examiners who actually are 
paid by company reimbursements at 
a rate of $31 per day and expenses. 


Nashem Agency Symposium 


Lee Nashem agency of Mutual Bene- 
fit Life in New York City held a lunch- 
eon and symposium with Richard E. 
Pille, vice-president in charge of agen- 
cies, as master of ceremonies. 

George B. Gordon, director of ad- 
vanced training, spoke on business in- 
surance. Edward C. Hawes, director of 
analagraph training, discussed “Selling 
the Analagraph Way.” Francis Merritt, 
director of training, spoke on the new 
property and security sales plan. 
Achievement awards were presented to 
agents. 


Joins Postal Life 


Richard B. Burstein has joined 
Postal Life as assistant actuary. He 
was formerly with the actuarial con- 
na firm of Miles M. Dawson & 

on. 
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John Hancock Makes 
District Staff Changes 


John Hancock has made severa] 
changes in its district agency organiza. 
tion. Harry E. Levy, currently district 
manager at Oak Cliff, Texas, will be. 
come regional supervisor of adminis. 
tration in the West Central territory 
July 1. On that date the Oak Cliff dis. 
trict will be consolidated with the one 
at Dallas. 

Harley R. Rickson, regional super. 
visor in the west central territory, be- 
comes district manager at Omaha, suc. 
ceeding David J. Kull, who is retiring 
after 33 years with the company. 

John H. Harre, district manager at 
Jamaica, N. Y., and Robert E. Quinn, 
Greenpoint, New York City, are on 
extended leaves because of ill health 
and will retire at the expiration of 
their leaves. Effective July 1 the Jama- 
ica and Greenpoint offices will be 
consolidated with other districts in the 
area and the personnel will be trans- 
ferred to adjacent districts. 

Mr. Levy joined the company at St. 
Louis in 1944, became assistant district 
manager at Dallas in 1946 and district 
manager at Oak Cliff in 1949. Mr, 
Rickson was agent and assistant dis- 
trict manager in Kansas City, before 
becoming regional supervisor in 1951. 
Mr. Kull joined the Detroit office in 
1922, became assistant district man- 
ager in 1928 and became manager at 
Omaha in 1935. 


Companion Life Names 


Director, Executives 


Edgar M. Cullman has been elected 
to the board of Companion Life of 
New York City. He is senior vice- 
president and a director of Cullman 
Bros., grower and packer of tobacco, 
and a partner-member in the New 
York Stock Exchange firm of Cull- 
man Bros. 

Bernard M. Brady and Edward J. 
Lanigan have been appointed assist- 
ant underwriting secretary and assist- 
ant conservation secretary, respective- 
ly. They have been with the company 
since it was formed in 1949. 











tiations. 
2—WELFARE PLANS 


Cost Appraisals. 
3—EXECUTIVE COMPENSATION 


4—ESTATE PLANNING 


their Personal Estates. 


INCORPORATED 


CHICAGO 4 








SAN FRANCISCO 4 
111 SUTTER STREET °* 





CAnnocutg 


An expanded service is offered to those in the field of Life 
Insurance through the merger of the Chicago Pension Service 
offices of Herman A. Zischke and John O Todd. 


This new organization provides the following services, on a fee 
basis, to clients in the United States and Canada: 


1—PENSION OR PROFIT SHARING PLANS 
Preliminary Surveys—Plan Designing—Complete Actuarial Service— 
Installation—Administration—Advisory Assistance in Labor Nego- 


Group Insurance Review and Cost Analysis—Benefit Formulae and 


Deferred Pay Plans—Stock Options—Incentive Plans. 


Correlation for Key Executives of Benefits under Company Plans with 


Communication is invited from those not organizationally 
equipped to operate in any one or more of the above areas. 


TODD & ZISCHKE 





SERVICES © 






BOARD OF TRADE BUILDING * HARRISON 7-2456 


YUKON 6-6568 


HERMAN A. ZISCHKE 
Chairman 
of the Board 


JOHN 0. TODD 
President 
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Bankers L. & C. Counsel Blasts FTC Ad Case 


(CONTINUED FROM PAGE 2) 








lief. However, Mr. Short charged, 
there is not “one scintilla of evidence’ 
that any one person has been induced 
to buy a Bankers policy by reason of 
mistaken belief caused by advertising. 

FTC did not rest its case on the 
theory that the ads per se were wrong, 
put brought in witnesses in order to 
prove it, Mr. Short noted. Under the 
law this means the presumptions of 
false and misleading advertising will 
fail if they are not upheld by the evi- 
dence, he asserted. 

Then Mr. Short proceeded to review 
the testimony of the FTC witnesses 
who appeared in Chicago at the orig- 
inal hearing several months ago. He 
prought out that they had been 
rounded up by an FTC field man and 
that some of them were friends of the 
field man and one of them was a 
neighbor and “drinking companion.” 
Another was a product of “that famous 
kaffeeklatsch” at which the field man 
assembled a number of women and 
told them he wanted to “clean up the 
mess,” and got their agreement that 
it would be a good thing to do. 


“Not one of the witnesses hasn’t 
had his or her credibility destroyed, 
and not one would say he was mis- 
led when he bought the policy,” 
Mr. Short declared. He added it was 
significant that the allegation is spe- 
cific in saying that it is the “use” of 
the ads in question by Bankers that 
has caused a destruction of confidence 
among the public. 

He mentioned exhibits of FTC 
signed by witnesses showing that they 
had read the provisions of the policy. 
Mr. Short brought out that this was 
not a rebuttal by Bankers but part of 
the original FTC evidence. Every wit- 
ness brought in by FTC said that he 
would not buy a policy without signing 
a statement provided by Bankers to 
the effect that he understood the 
toverage and its limitations. Of all 
the witnesses produced, only one had 
not been at the “Kaffeeklatsch” or 
was not an ex-policyholder of Bankers. 

There is nothing in the record to 
show in any way that any person has 
been misled by advertising, he went 
on. There were only one or two poli- 
cies out of two million during the time 
in question that were not signed by 
applicants to the effect that they 
understood the coverage and its ex- 
ceptions. There was no evidence pro- 
duced that when this item was signed 
that the people didn’t know what they 
were signing. Witnesses testified they 
would not sign such a statement unless 
they knew what it was. One of the 
witnesses admitted she was mad at 
Bankers because her husband had a 
group policy in the company but she 
was not covered under it. 


Though all of the witnesses were 
Tuined as to their credibility, they 
still did not say anything to aid the 
FTC case, Mr. Short averred. Even 
the woman who said she was entitled 
to make a profit on her policy (claim- 
ing $150 for a doctor call even if it 
were a $10 call)said she would not buy 
Insurance on the basis of an advertise- 
ment alone. 

The Bankers ads asked the reader 
to send in a coupon which requests 
Bankers to furnish “complete informa- 
tion” or “all the facts.’ By use of 
the coupon itself, the reader is told 
that the advertisement is not the com- 
Plete story and that if he is interested 


he should ask for additional informa- 
tion, Mr. Short said. 

The first contact an advertising 
reader has with Bankers is that he 
asks for more information, and there 
is nothing in the record to the con- 
trary, Mr. Short said. The company 
gets its responses either by calls to 
radio stations or TV stations after an 
ad, by the receipt of coupons clipped 
from ads, or by cards sent in that are 
placed in buses and street cars. People 
who make these inquiries are inter- 
ested in information about the com- 
pany and its plan, and they are not 
necessarily buyers of insurance, he 
explained. Agents are sent out to 
furnish the additional information. 

Bankers is selling a contract and 
not a product, he continued, and “you 
can’t make a contract without a meet- 
ing of minds.” 

It would be impossible for Bankers 
to advertise all of its policies in one ad 
and to give complete information 
about them, and there is no law any- 
where saying the company has to do 
so, he said. FTC is complaining about 
omission of limitations or exceptions 
in the policies. 

The FTC case in no way ties any 
sale to any ad, Mr. Short asserted. All 
that can be said is that people were 
induced to ask for information. There 
is no conflict of evidence among the 
witnesses on the matter of purchase by 
reason of advertisements. The FTC 
case doesn’t even touch on this, even 
by inference, he said. 

“The most that could be said of the 
record is that it is speculation pre- 
dicated on phrases lifted out of context 
from advertising,’ Mr. Short con- 
tinued. 

“I couldn’t have put in a better 
defense than Mr. Hays (FTC counsel) 
has up to now,” Mr. Short said, add- 
ing the case is now complete and the 
record is all in favor of Bankers. 

e e e 

Mr. Short apologized to Mr. Laugh- 
lin for “the ignorance of the man who 
drafted this case” for FTC. The com- 
plaint implies deceit by the insurer 
and ignores the basis of insurance, its 
history and its importance to the 
public, he asserted. For example, FTC 
calls each renewal a new sale, and 
indicates that renewals are influenced 
by ads. There is no evidence in the 
record to show that each renewal is a 
new sale predicated on advertising. 
The charge in effect is that the com- 
pany’s own policyholders have been 
misled. 

On the point in the charge stating 
that “pennies a day” might be mis- 
leading, Mr. Short said the witnesses 
were so discredited there is no evi- 
dence as to its meaning, although the 
cost of Bankers’ policies is less than 
most of them gave as an answer. He 
wondered how it could be misleading 
and what there is to substantiate it. 

He reiterated the argument he made 
at the original hearing that the ads are 
of a plan of insurance and not a single 
policy. Many of the phrases used in 
the charge refer to the plan and not 
a policy, but there is no distinction. 
The only mention of this in the record 
is that given by Bankers’ officials. If 
there is any doubt in the mind of a 
prospect as to whether the ad covers 
a plan or a policy, it is covered when 
he sends in his coupon asking for com- 
plete information. 

Even assuming the worst, that the 
phrases lifted out of context could 
cause injury to the public, Mr. Short 


said it is cured by the sending in of 
the coupons. 

It is a “disgrace to have a record 
like this” (alluding to the FTC wit- 
nesses) in connection with a business 
vested with such a public interest, Mr. 
Short charged. 


ALC Nominators 
Are Appointed 


The 1955 nominating committee of 
American Life Convention, selected by 
mail ballot, consists of the following 
company presidents: 

S. J. Hay, Great National Life; W. E. 
Bixby, Kansas City Life; Cecil Woods, 
Volunteer State Life; Frazar Wilde, 
Connecticut General Life, and Harry 
J. Stewart, West Coast Life. 

The committee will meet this sum- 
mer to make one or more nominations 
for president and for each of the places 
on the executive committee open for 
election at the ALC annual meeting 
Oct. 10-14 at the Edgewater Beach 
Hotel, Chicago. This year there will be 
four expiring terms on the executive 
committee to be filled, and, in addition, 
if the presidential nominee is an exec- 





utve committeeman another nomina- 
tion may be required to fill his unex- 
pired term. ; 


Pan-American Appoints 
Miller at Louisville 


Larry C. Miller has been appointed 
general agent in Louisville for Pan- 
American Life. 

Mr. Miller, who has been with the 
company in Cincinnati, formerly was 
with Mutual of New York and Ohio 
State Life. He was assistant professor 
of commerce at the University of Ken- 
tucky from 1949 to 1953. 


New Casualty Insurer 


Incorporated in Tenn. 


Casualty Ins. Co. of Tennessee, a 
wholly owned subsidiary of Life & 
Casualty, has been incorporated, with 
authorized common capital stock of 
$200,000 and paid in surplus of $100,- 
000. The company will issue policies 
covering all hazards of loss or damage 
to real or personal property. 

The new insurer has the same of- 
ficers and directors as the parent com- 
pany. Paul Mountcastle is chairman 
and Guilford Dudley Jr. is president. 








EVERYONE'S 


TALKING! 


OUR GENERAL AGENTS— 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
—Greater Opportunities 





BROKERS AND SURPLUS WRITERS — ABOUT CROWN LIFE’S 
—Ability to provide the extra services they need. 


POLICY OWNERS — ABOUT CROWN LIFE’S 


—Low cost protection 
—Understandable 


—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card 
—rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


Over One Billion in force in our 53rd year 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, 

Colorado, District of Columbia, Florida, Georgia, Hawaii, 

Idaho, Indiana, Kansas, Louisiana, Maine, Maryland, Michi- 

gan, Minnesota, Mississippi, Missouri, New Jersey, New 

Mexico, North Dakota, Ohio, ae Pennsylvania, Puerto 
essee, Texa 


Rico, South Carolina, Tenn 
ington. 


s, Vermont and Wash- 
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Companies, Agents 
Give Views on GI 


Benefit Proposals 


WASHINGTON—American Life 
Convention and Life Insurance Assn. 
of America have issued a joint state- 
ment commending six major princi- 
ples contained in the military survi- 
vors benefits bill drafted by the house 
armed services committee, while a 
statement to the committee by Louis 
J. Grayson, Travelers, Washington, 
D. C., chairman of the National Assn. 
of Life Underwriters veterans and 
servicemen’s affairs committee sets 
forth the NALU viewpoint. 

The ALC-LIA statement commends 
the committee and endorses the fol- 
lowing principles embodied in the bill. 

-_ e e 

1. Full contributory OASI coverage 
for military personnel, with immediate 
insured status. 

2. Recognition of differences in ser- 
vice pay in computing dependency and 
indemnity compensation. 

3. Standards of parental dependency 
for determining eligibility for depend- 
ency and indemnity compensation. 


4. Termination of FECA benefits 
for reservists and placing their survi- 
vors on an equal basis with survivors 
of regular members of the armed 
forces. 

5. Termination of the right to pur- 
chase government insurance upon 
termination of service except on im- 
paired lives. 

6. Efforts toward simplification and 
integration of the over-all system of 
survivor benefits. 

* e e 

Regarding the level of benefits pro- 
vided for servicemen’s survivors in 
the newly drafted bill, ALC and LIA 
stated, “we concur in general in the 
underlying benefit plan developed by 
the committee. With regard to the 
benefit levels, in the absence of gross 
disparity, we feel that the actual levels 
are a proper matter for committee 
determination. Having found no such 
disparity, we would therefore not 
undertake to comment specifically.” 

Mr. Grayson said NALU endorses 
the lump sum death benefit with an 
$800 minimum and $3,000 maximum, 
the elimination of FECA benefits, the 
elimination of the free $160 monthly 
wage credit and the inclusion of social 
security on a contributory basis, the 





Since its inception, Cal-Western’s “YOU, Inc.” training program 
for agents has attracted interest from many segments of the life 
insurance industry. If the program has enjoyed above-average 
success, we believe it is due, first to extremely careful selection 
standards, and second to certain basic concepts around which 
“YOU, Inc.” is framed. In this series of messages, we present some 


of these concepts . . 


- not in the spirit of boastfulness . . 


. but 


because they may be of value to the industry as a whole. 
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Attitude is everything 
...and nowhere is this 





more true than in life insurance selling. 


Starting with the very first selection interviews, “YOU, Inc.’ 


> 


training seeks to implant the career-attitude in the mind of the 


new agent. 


It is reflected in every facet of our 10 year training pro- 
gram. Even the agent’s basis of compensation, featuring life- 


time service fees, emphasizes its importance. 


We believe the career-concept is 


the basic foundation of future 
growth ... of the agent, the 
company, the industry. 


No. 1 OF A SERIES 





California-Western States Life 
Insurance Company 


HOME OFFICE: SACRAMENTO 
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CONFERENCE SPEAKERS—Pictured above are the featured speakers at 
Great-West Life’s western regional sales conference at Victoria, B. C. The 
speakers, who combined to paint a picture of “Opportunities Unlimited” {np 
all phases of life underwriting, are left, C. G. Danggas, Calgary; E. A. Palk, 





superintendent of agencies; Roger W. Reynolds, Dallas; D. E. Kilgour, gen- 
eral manager; N. L. Corfield, Victoria; G. P. Rollo, superintendent of agencis; 
H. W. Manning, vice-president and retiring managing director, and J. B, 
Nettelfield, superintendent of agencies. 








discontinuance to the widow of ail 
dependency and indemnity compensa- 
tion payments on her remarriage, the 
simplification of the multiplicity of 
forms and detail involved in collecting 
survivorship benefits, and the discon- 
tinuance of sale, after Jan. 1, 1956, of 
the special 5-year renewable term 
National Service Life insurance to able 
bodied veterans. 

Mr. Grayson also commented on 
several features of the bill which 
NALU endorses in principle but 
“which we believe should be amended 
to better reflect sound principle and 
policy.” 





Wray Unopposed for Top 


Cincinnati Agents Office 


W. W. Wray, John Hancock, as the 
nominee for president headed the offi- 
cers’ slate scheduled for presentation at 
the annual meeting June 16 of Cin- 
cininati Life Underwriters Assn. He 
was unopposed. 

Candidates for vice-president in- 
cluded Robert Ives, Massachusetts Mu- 
tual, and O. E. Wright, Aetna; for 
secretary, W. L. Harrison, Aetna Life, 
and W. R. Dignan, Provident Life & 
Accident; and for treasurer, Grant 
Kien, Union Central, and Dewey King, 
Metropolitan. R. C. Sanford, Phoenix 
Mutual, the retiring president, was un- 
opposed for state committeeman. 

The speaker was H. H. Kail, Connec- 
— Mutual general agent at Cleve- 
land. 


K. C. A&H Assn. Elects 
W. H. Ashley President 


Kansas City A.&H. Underwriters 
Assn. has elected Willis H. Ashley 
of Ernest McClure agency, general 
agents for Continental Casualty, as 
president. Vice-president, Horace H. 
Mais, Business Men’s Assurance, and 
secretary-treasurer, E. Wilson, 
Connecticut General Life. 

Board members are Charles Phillips, 
New York Life; Lawrence . Sperril, 
Guardian Life; Ralph Passman, Wash- 
ington National; Perry Crow, Lincoln 
National; Hale W. Lentz, Bankers Life 
of Iowa, and Robert P. Ewing, Bank- 
ers Life & Casualty. 


Chicago Home Office Life Under- 
writers Assn. heard a talk by Dr. 
Ceaser Portes, medical director Cancer 
Prevention Assn., at the June 9 meet- 
Ing. : 








BMA Issues Memorial 
Book on W .T. Grant 


Business Men’s Assurance has is- 
sued an illustrated memorial book 
on the late W. T. Grant, chairman and 
founder of the company, who died 
last November. It is titled The Story 
of a Man Who Never Walked Alone, 
The book consists almost entirely of 
pictures of numerous events in Mr. 
Grant’s family, business and civic life. 
There are reproductions of newspaper 
clippings covering his long and active 
career. 





Union Mutual Sales Soar 
to New Record in May 


Union Mutual Life held a sales cam- 
paign in May honoring President Rol- 
land E. Irish’s 21st anniversary with 
the company, which resulted in record 
volumes in life and non-can A&H. 

Life volume was up 41% and non- 
can premiums rose 14%. It was the 
first time in company history that 
records were set in both types in the 
same month. 





Security-Connecticut 
Enters Life Field 


Security of New Haven has been 
granted an ordinary life charter for 
its proposed wholly-owned subsidiary 
to be known as Security-Connecticut 
Life. Gov. Ribicoff signed the charter. 
When the life company is organized, 
Security-Connecticut companies will 
write practically all forms of insur- 
ance throughout the country. 





Spaulder, Warshall & Schnur agency 
of Guardian Life in New York City 
paid for more than $2 million in new 
ordinary business in May, making it 
the sixth consecutive month the agency 
has exceeded that figure. 








MANAGEMENT 
CONSULTANTS 














O’TOOLE ASSOCIATES 

Management Consultants 

To Insurance Companies 
Established 1945 


P. O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 
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Pictured at the annual meeting this week of Los Angeles Life Underwriters 


Assn.: Fred W. Pierce, Connecticut General Life, the new president; Robert 
G. Ogden Jr., Occidental of California, retiring president; Lester O. Schriver, 
managing director of NALU, the speaker, and Jack White, Prudential, a 


trustee of NALU. 


Others elected were Charles P. Housman, Guardian Life, lst vice-president; 
Ralph W. Fischer, Northwestern Mutual, 2nd vice-president, and T. R. 
Macauley, State Mutual Life, secretary. 








Subcommittee Seeks Laws 


on Policy Sales Abuses 
(CONTINUED FROM PAGE 1) 
be permited to sell insurance on a 
military reservation located within the 
confines of these states or territories 
unless both company and agent are 
licensed by the insurance department 
of that state or territory regardless of 
whether or not the military reserva- 
tion is under the exclusive jurisdiction 
of the federal government. 

3. That as a minimum, any com- 
pany permitted to sell insurance on a 
military reservation or to use the 
allotment system for the payment of 
premiums, must contract with the GI 
policyholder that the terms of its con- 
tract will be interpreted according to 
the laws of the state of his resi- 
dence. In this way a serviceman who 
buys insurance in Europe or any 
other place will at least have the same 
protection he would have if he were 
at home and be permitted to use the 
laws and courts of his state residence 
to enforce any legal liability or ad- 
just any legal grievance under his 
contract. 

4. That the use of military allot- 
ments to pay commercial life insur- 
ance premiums be curtailed. The sub- 
committee found in Europe that many 
servicemen were paying three or five 
premiums at a little more than $10 a 
month and then dropping the policies. 
Either they didn’t want the policy 
or they felt they should not have 
bought it in the first place or didn’t 
understand what they had bought, the 
subcommittee commented. 

“It seems to us that this legisla- 
tion is a minimum which the Con- 
gress owes to the GI to protect him 
and to protect the legitimate compa- 
nies in the business of selling com- 
mercial life insurance against the 
recklessness and carelessness of fly- 
by-night agents and careless compa- 
nies,” Rep. Hebert stated. 
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Los Angeles Assn. 
Elects Fred Pierce 


Los Angeles Assn. of Life Under- 
writers at its annual meeting elected 
Fred W. Pierce of Connecticut General 
Life as president to succeed Robert G. 
Ogden, Jr., Occidental of California. 
Others elected were Charles P. Hous- 
man, Guardian Life, lst vice-president; 
Ralph W. Fisher, Northwestern Mu- 
tual, 2nd vice-president, and T. R. Ma- 
cauley, State Mutual Life, secretary. 

The principal speaker was Lester 
O. Schriver, managing director of the 
National association. 

Mr. Schriver, in a press conference 
preceding the meeting was quoted as 
saying he was concerned with this 
country’s failure to balance its budget 
in good times, with its continued for- 
eign aid “give away” and with the in- 
creasing inclination on the part of 
many Americans to depend on Fed- 
eral “handouts” rather than on per- 
sonal initiative and thrift. 

“It is time to take stock of ourselves 
and where we are headed,” he said. 
“As I see it, inflation is one of our 
greatest current dangers and the great- 
est contribution to inflation is an un- 
balanced national budget. 

eo e e 

“I am scared to death of a national 
debt of more than $275 billion. Deficit 
financing leads to a dollar that is 
less and less sound. If we can’t bal- 
ance our budget in these present good 
times, we certainly can’t during a de- 
pression. 

“The truth is, the American people 
are continuing to pay for things they 
don’t need. They have slipped moral- 
ly to the point where they are willing 
to be bribed by their own money—in 
social security, in farm-price supports, 
in foreign-aid spending. 

“We Americans have a bad case 
of gimmies, without considering the 
economic consequences of this super- 
generosity. What we have to do is put 
Santa Claus in a deep freeze or go 
broke like France has in trying to live 
up to its welfare state promises.” 

Discussing the guaranteed semi-an- 
nual wage granted by motor manufac- 
turers, he said it has both bright and 
dark aspects. The bright aspect, he 
held, probably will tend to stabilize 
insurance premiums and reduce policy 
lapses. 
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Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PH{LADELPHIA * PENNSYLVANIA 

















UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 
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A&H Agents Celebrate 25th Anniversary 


(CONTINUED FROM PAGE 1) 





Dallas; Marion F. Houston, Washing- 
ton National, Kansas City; John G. 
Galloway, Provident L. & A., Bir- 
ingham; George E. Lehman, Na- 
tional Accident & Health, Newark; 
Robert G. Myers, Massachusetts Pro- 
tective, Cincinnati; Spafford Orwig, 
Orwig agency, Indianapolis; Gibson 
Wright, Continental Casualty, Eau 
Claire, Wis.; Roy Davis, Illinois Mu- 
tual Casualty, Peoria; Gail Shoup, 
Lincoln National, Grand Rapids; St. 
George Grinnan, Grinnan agency, 
Richmond; Webster Hurley, Bankers 
Life & Casualty, Charlotte, N. C.; 
Frank Gabor, Gabor agency, Miami; 
Eugene E. Gaffey, Peerless Casualty, 
Keene, N. H.; William E. Reinsh, 
Massachusetts Bonding, Omaha; How- 
ard Nevonen, Washington National, 
Los Angeles. 

Miami Beach was chosen the con- 
vention city for 1956. St. Paul and 
Philadelphia made bids for the 1957 
convention. 

Establishment of a “revolving mem- 
bership fund as a way of meeting the 
ehallenge of obtaining increased mem- 
bership, which is essential toward 
meeting other challenges facing the 
business, was recommended by Presi- 
dent McKinnon. The plan was sug- 
gested by Dirctor Emerson Davis, who 
is chairman of the committee in charge 
of it. 

e . o 

Mr. Davis explained that an able, 
full-time membership director is need- 
ed to organize and direct membership 
campaigns in a manner similar to the 
way community chest and other “red 
feather” campaigns are conducted. 
Such a director, he said, could be ob- 
tained for about $10,000. This amount, 
he explained, would be made up, un- 
der the plan, by loans of $200 each 
from members financially able to 
make such loans. Initial letters he sent 
to a list of such members have re- 
sulted in responses for a total of more 
than $7,000. 

Keynoter R. L. McMillon used broad 
strokes in painting the present pros- 
perous American economic picture in 
general, and then asked, in view of 
that, why the association membership 
has remained so static. He said lo- 
cals depend upon leaders, that agents 
are in a leading position with the 
companies and the public, and that 
companies and general agents should 
subscribe to a code of ethics that will 
be beyond reproach. 

He urged the use of the associa- 
tion’s Disability Insurance Training 
Council instruction in the training of 
members. “Out of the educational 
courses of accident and health insur- 
ance one course will survive,” he de- 
clared. I predict this. Speed is of the 
essence. Let us hold on to the right 
to educate our own membership.” 

e e o 

In relations with National Assn. of 
Life Underwriters he said, “we should 
work by all means to be in a complete 
accord with NALU, but I hope we 
will never lose the competitive spirit.” 
Cooperation, he said, is needed, as, 
for example, in legislation and in fed- 
eral employe insurance. “We need 
their strength and they need our 
strength in this fight.” 

Joe S. Moore of agency licensing 
division of the Texas board of com- 
missioners, represented the board and 
the governor of Texas in greeting the 
meeting. He complimented the associ- 
ation on its code of ethics, educational 
program, and sales congresses. He re- 
affirmed that A&H insurance is basic 


insurance that ought to be part and 
parcel of every personal insurance 
program. He attributed certain abuses 
in the business to its growing pains. 
Public confidence in A. & H. he stated, 
is based largely on the manner in 
which it is being sold, and buying is 
based on confidence in the individual 
seller. 
e e e 

Goldman Drury, director of the 
Bexar County Hospital Sytem, San 
Antonio, in an explanation ot how 
to answer the question of today’s hos- 
pital costs, declared that hospitals 
must educate the public that they pro- 
vide heaith and not insurance. He as- 
serted that compulsory health insur- 
ance is an ever-present threat and a 
challenge to the American hospital 
System. He outlined the need for pub- 
lic relations programs to educate the 
public to hospital care and costs. He 
said the public is misled in believing 
that the costs are high. He compared 
costs of today with those of 60 years 
ago to show that, in consideration of 
today’s incomes and today’s shorter 
hospital stays, the hospital costs were 
comparatively higher 60 years ago 
than now. 

The agent as “man in motion” was 
defined in various ways, mostly hu- 
morous, by Louis Throgmorton, vice- 
president Republic National Life, who 
was luncheon speaker on Monday. “We 
live in a money economy,” he said, and 
explained that the challenge of Amer- 
ica has always been “you have got to 
be on the go.” He predicted that the 
A&H agent is “in for a new day.” 

As the first day’s meeting progress- 
ed, special thanks went to general 
convention chairman O. D. Harlan of 
the Harlan agency, San Antonio, and 
his committee co-workers for the able 
manner in which the event was being 
conducted. E. D. Speer acted as master 
of ceremonies. Others on the commit- 
tee were A. D. Anderson, Occidental 
Life; Herman F. Andrew, BMA, Mar- 
ion Coulter, Washington Naional; C. 
T. Crosby, American General Life; D. 
J. Farrell, Pacific Mutual Life, Rach- 
el Malone, American Hospital & Life; 
Carroll C. Preston, Guarantee Mutual 
Life; Frank Powell, New York Life; 
Francis Sullivan, American Hospital & 
Life, and C. B. Brussels. On the ad- 
visory committee were Emerson Davis, 
Inter-Ocean; John Delany, American 
General Life, Houston; Albert H. 
Wohlers, Youngberg-Carlson, Chicago; 
Ray Wicker, World, Omaha. 

@ e e 

E. H. O’Connor, managing director 
of Insurance Economics Society, told 
the agents there is pressure from 
Washington to have states adopt com- 
pulsory disability insurance. As such 
measures have been introduced in 
various states in the past, they have 
been defeated nearly every time, Mr. 
O’Connor said, but with federal activ- 
ity forcing the issue, “we face a situa- 
tion which will require the complete 
cooperation of every ixisurance man 
and every employer.” 

Until now, the moving force for 
such legislation has been labor leaders 
who believe it will be benefitting the 
worker. Mr. O’Connor took issue with 
this, pointing out that group and indi- 
vidual A&H has had tremendous sales 
in the last 10 years to the point where 
it can almost be proved that workers 
do not need or want state plans of a 
compulsory nature. The need for them 
has been surveyed in several states 
and has found to be almost non- 


existent. Company group plans are far 
superior to those established by the 
state, and they have the further bene- 
fit of improving labor relations. 

The companies attempting to do 
business in the states having UCD 
plans have found after years of exper- 
ience that they are slowly forced out 
of the market, Mr. O’Connor said. 
The reason is that once the legislation 
gets on the books it becomes a political 
football and at every session there is 
pressure for expansion of benefits 
without an increase in the premium 
tax. 


oe @ e 

The only answer to this situation, 
he averred, is to oppose vigorously 
any and every compulsory sickness 
bill introduced in any legislature 
throughout the country. 

An especially inspiring highlight of 
the meeting was the address by Rev. 
Robert E. Richards of Long Beach, 
Calif. who won fame as an athlete. 
His theme was “heart of a champion.” 

E. J. Faulkner, president, Woodmen 
Accident and Life, introduced the two 
speakers on legislation, Robert Neal, 
resident counsel in Washington for 
the bureau and the conference, and E. 
H. O’Connor, managing director, 
Insurance Economics Society, whose 
remarks are reported elsewhere in 
this issue. 

Mr. Neal summarized federal inves- 
tigations and legislation and reviewed 
the current situation. He said that a 
long-range industry program should 
receive the greatest emphasis. 

He reported that further liberaliza- 
tion of social security has been recom- 
mended, which is most important. It 
contemplates an age reduction for 
women, and immediate benefits for 
disability. 


e e * 

With FTC, Mr. Neal said the legal 
question of jurisdiction becomes the 
primary area of development. On the 
reinsurance bill, he said there is a 
division of opinion and those against it 
do not find it easy to oppose an admin- 
istration dedicated to utilization of 
private enterprise. Cooperation be- 
tween the states and the industry, he 


declared, will give strength and unity 
to relationships with the federal goy. 
ernment. 


e 2 e 

In discussing “A Good Neighbor 
Policy,” Lester O. Schriver, managin 
director, National Assn. of Life Under. 
writers, said that at long last it jg 
beginning to dawn on the life insyr. 
ance industry generally that accident 
and sickness insurance is as essentia] 
to a financial program as life insyr. 
ance. 

“We need a better trained fiely 
force, “he said. “They, after all, are 
our public relations people and the 
public knows just about as much a; 
the agent tells it.” , 

Speakers at the final session were 
Travis T. Wallace, president, Great 
American Reserve, whose subject was 
“Your Greatest Asset,” and Dr, L, 
Elmer Hess, Erie, Pa., new president of 
the American Medical Assn. 

There was special entertainment 
each day, starting with a pre-conven- 
tion get acquainted party. Evening 
entertainment included a boat trip on 
the San Antonio river for dinner and 
entertainment in “South of the Bor. 
der” style, and evening eats the next 
day were enjoyed at the Pear 
Brewery. Special entertainment for 
the ladies, in charge of Mrs. Rachel 
E. Malone, American Hospital and 
Life, San Antonio, included a luncheon 
and style show. 

Convention Chairman O. D. Harlan 
was “toastmaster” at the roundup 
breakfast for early registrants. 


The past presidents’ breakfast also 
was on the last day. Past presidents 
registered at the convention, in addi- 
tion to Leonard A. Mckinnon, the 
latest, included Tom Callahan, elected 
in 1953; John G. Galloway, 1952; Carl 
A. Ernst, 1951; R. B. Smith, 1946; £. 
H. O’Connor, 1938; Armand Sommer, 
1934. 

The convention ended with the 
annual dinner, at which the new 
officers and the “Man of the Year’ 
Harold R. Gordon memorial award 
(reported elsewhere in this _ issue) 
were presented. 








Fetes Charter Policyholders on 50th Anniversary 





Two of the oldest living policyholders of Central Life of Chicago were 
honored at a golden anniversary luncheon held in Ottawa, Ill., where the 
company was founded 50 years ago. Board chairman Alfred MacArthur i 
shown above, flanked by Max Meckenstock, 76, left, and August Kerste, 78 
The two Ottawans are charter policyowners and have maintained their insu- 


ance continuously since 1905. 


Mr. MacArthur presented both men with gold watches commemoratins 
their “confidence and trust as policyowners of the Central Standard Life, noW 


in its 50th year of national service”. 


Special guests at the luncheon included Mayor Woodward, Arthur Barfot, 
chamber of commerce president; Wilbur M. Johnson, formerly president 
Central Standard; Alexander MacArthur, vice-president, and Miss M. E. 
Mis, the first employe of the company. 
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Do Franklin Representatives 
REALLY wake oo. wuek money? 


These Franklinites qualified 
for the 1955 
Million Dollar Round Table 


Their cash earnings 
for 1954 


AVERAGED 


$32,183.62 





G. STEINBERGER 





E. F. GORE 





GRACE CHOW 


W. H. ALLEY 





R. A. HARRISON 





W EK ILI rh q }} INSURANCE 
2 ’ ° Aki A E ELA COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over One Billion Eight Hundred Million Dollars of Insurance in Force 











What is the man who sells Living Insurance doing here? 


He’s not bird-watching. This man who sells 
Living Insurance is giving many hours of his 
spare time to a great civil defense organiza- 
tion — the Ground Observers Corps. 

Again and again where good neighbors 
share the load in community projects — Red 
Cross, PTA, Community Chest and many 
others — the Man from Equitable is a willing 
volunteer. After work, he shows the same 
spirit of service that marks his business day. 

As a life underwriter, he spends his work- 


ing hours thinking of others — their hopes, 
their fears, their plans for their children and 
for their own future. The Man from Equitable 
shows them how to turn these dreams into 
happy reality — with Living Insurance. This 
is a modern insurance that stresses benefits 
for the living. Benefits for the policyholder 
himself while he lives. If he dies, benefits for 
the family who lives on after him. 

This concept of Living Insurance is dy- 
namic—a real aid that simplifies the work of 


the Life Underwriter. It is a positive ap- | 
proach to selling that can lead to constantly | 
increasing success in building sales volume. | 
And in making his daily calls the Man from 
Equitable can count on a return that is more” 
than money. It comes from the knowledge 
that more and more families live without 
fear of the future because of the Living 
Insurance he has sold them. 
This is the big reward of service — a re-) 
ward that makes hard work worthwhile. 


THE EQ UITABLE LIFE ASSURANCE SOCIETY OF THE U. S.. 


Home Office: 393 Seventh Avenue, New York 1, N. Y. 








